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START OF AN ERA - PAGE 24 


Mrs. Vivian Patrick, NSOEA’s 


first lady, opens western show. 


NOFA PROFIT HINTS - PAGE 30 


Dealers exchange sales training 


tips at N. Y. convention. 


HOW FINGER DOES IT - PAGE 34 


Fold out presentation prepared for 
Finger Office Equipment Co. client. 
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bookkeeping 
machine 
system 


...eliminates month-end work peaks...speeds collections 


With the National One-Sixty, ledgers always show 1. Total of all outstanding account balances. 


current balances. Accurate postings—proved daily 2. Total of all charges posted. 
—assure a quick, easy trial balance at end of the 3. Total of all payments received. 


month. Statements are ready for mailing when you 


want them to go. This vital information is obtained as a by-product 


3-IN-1 POSTING. Statement, ledger, and journal, of regular posting, with no additional work on the 

—posted simultaneously—must always agree. All part of the operator. 

three records are accurately machine calculated and 

printed. EASY TO OPERATE. No special skill or train- 
The National bockkeeping machine system pro- ing needed. Automatic features and the exclusive 

vides management with daily control totals which “Live” Keyboard do much of the work for you, 

include: 


greatly reducing operator decisions and mistakes 


For more information on National Bookkeeping Machines, phone your 
nearest National Branch office or Dealer. Or, MAIL THE COUPON. 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, Ohio 


| would like more information on the National One-Sixty Bookkeeping Machine system. 


| would like more information on a National Adding Machine dealership. National 


7 ADDING MACHINES 
Dept. MS-4 Address CASH REGISTERS * ACCOUNTING MACHINES 
ELECTRONIC DATA PROCESSING 
wer PAPER (No Carson Required) 


*TRADE MARK REG. U. S. PAT. OFF. 


City Zone State 
1039 OFFICES IN 121 COUNTRIES * 77 YEARS OF HELPING BUSINESS SAVE MONEY 





--- for more details circle 151 on last page 
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Yes, we confess, occasionally we do. But, you can be sure, it doesn’t 
happen often. Proof? During the past 25 years, less than one out 
of every 10,000 Ace Pilot Staplers manufactured has needed re- 
pairs. This means once you sell an Ace Pilot it stays sold. Result: 
the profit’s all yours because servicing costs don’t cut into it...and 
customers return again and again to buy staples. Stock up now 
on the amazing Ace Pilot. Sold exclusively through Ace dealers. 








Staples Ltd, 6705 Upper Lachine Rd., Montreal; 258 Wallace Avenue, Toronto 
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—~ ACE PILOT STAPLES — the fine 


FASTENER CORPORATION 
3415 North Ashland Ave., Chicago 13, Ill. 


---for more details circle 102 on last page 
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Office M anagement 


& American Business 


Modern Office 


Procedures 
The Secretary 


Today’s Secretary 


Venus fills these ball pencils 
with ink top to bottom 


That’s why you get more writing mileage per penny than with any other writ- 
ing tool known. And thanks to the wood barrel. they’re as light and easy 
to write with as a pencil. Nothing to click or turn, no refills. And the new 
erasable models have a special ink — that erases fast and clean as pencil 
lead. In 10 styles, 4 ink colors. For every department in the office. 
29¢, 39¢, 49¢ each. Less by the dozen. Order from your stationer, 
a free inet sample, write us VENUS ball PEN. cil “} 
irect on your office letterhead. ©1961 VENUS PEN & PENCIL CORPORATION, LEW SBURG, TENN. ; - = + for more details circle 173 on last page 
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DEAR 
READER 





Research consultants who re- 
cently took the measure of the 
office products industry concluded 
that a workable, clear definition 
of a “dealer” is badly needed. For 
one thing, indistinct lines were 
found to exist between the whole- 
saler and retailer. And we know 
for a fact you can’t always tell 
much about a business from its 
name alone. 

At the February office furniture 
show in New York, for instance, 
we talked with Bob Thomas of 
Baker’s Bookstore in Brattleboro, 
Vt. From the name, you would 
assume rightly that Baker’s sells 
books and magazines. It also 
serves as a distribution point for 
metropolitan newspapers coming 
in from Boston and New York. 
The store, however, does a big 
volume in office products, includ- 
ing machines and furniture, at list 
price. Baker’s has a floor full of 
furniture displays and recently 
completed a $50,000 furniture in- 
stallation for a bank. 

We also visited Goldsmith 
Bros. in New York, which claims 
to be America’s largest stationer 
based on retail sales volume. Yet 
anyone passing Goldsmith’s street 
store in Manhattan’s crowded 
Wall Street district might look on 
it as just another department 
store. The street level department 
store is only part of a vast enter- 
prise that fills four adjoining 
multi-storied buildings as well as 
a warehouse on Long Island. 

Across the country there are also 
hundreds of so-called industrial 
stationers who operate with either 
no street store or a most unimpos- 
ing one. Many of them do busi- 
ness of a million or more a year. 
They are not “wholesale station- 
ers,” though some may falsely pro- 
mote themselves as such. 

You can see what a sticky prob- 
lem in semantics we have when a 
“bookstore” can outfit a bank 
with office furniture and a “whole- 
sale stationer” is found to be sell- 
ing only to consumer accounts. 


Bracke 
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SUSINESS Forms 


r-=isi= WITH WILSON JONES [Grcytine] MANIFOLD BOOKS 


= os 





‘ht 


Display the most complete line of Business Form Manifold Books in the field, and 
=) emoue os you'll never lose a sale. There’s a Wilson Jones stock form for every business, no 


matter what the need. ...many available in numbered sets. For the complete story 
on the complete line, contact Wilson Jones today. 











WILSON JONES 


209 S. JEFFERSON ST., CHICAGO € 
Dlopley fixture NEW YORK - BOSTON - ATLANTA « SAN 
Free with stock order. Copyright 1961 W ¥ Co 


VN FRANCISCO 
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..& letter rom Washington...r 


President Kennedy's proposals for an extra period of unemployment 
compensation, higher social security benefits and medical care for the aged 





under the social security program are modestly estimated to carry a price 
of two billion dollars in higher payroll taxes per year. Two of the in- 
creases would be in the social security levy, borne equally by employer and 
employee, while the other would be in the jobless benefits tax, paid en- 
tirely by the employer. 





As passed by the House, the unemployment compensation bill would raise 
the tax by 0.4 percent for two years only. This turns out to be less ex- 
pensive over the long run than the President's recommendation for a perma- 
nent increase in the wage base subject to tax from the present $3,000 to 
$4,800 without a change in rates. 


Increases in social security taxes would amount to one-quarter of one 
percent each for medical care and for higher benefits. Superimposed on 
these, is the automatic increase of another one-quarter of one percent 
scheduled to go into effect on January 1, 1963. 








No obstacle loomed for quick Senate passage of the unemployment bill, 
but higher social security benefits are unlikely to be passed until next 
year, which is an election year. Chances for medical care under social 
security appear dim. A more liberal Congress than the present one failed 
to approve it last year, The Senate voted down the proposal, 5l=l, and 
at that time there were two votes for it by senators named John Kennedy 
and Lyndon Johnson, The House Ways and Means Committee wouldn't even send 
it to the House for a vote, 


LAT LL 


be pushing for federal standards for state unemployment compensation 
systems, which would result in higher state payroll taxes, The Adminis- 
tration goal is to provide state unemployment insurance in the neighborhood 
of $45 weekly, far above existing levels in most states, The range is 
presently from $20 to a high of $40. This proposal appears doomed to de- 
feat. It will be fought by state officials in the South where the lowest 
levels exist and by business groups. The coalition of Republicans and 
Southern Democrats should have the votes to defeat it in the House. 


After the jobless pay issue has been settled, the Administration will 


Rep. Joseph Martin (R., Mass.), former House Republican leader, has 
reintroduced his bill to reconcile conflicting court decisions and end an 
advantage some wholesalers in some court jurisdictions have over retailers, 
Involved is the retailer excise. Where a wholesaler sells key cases, 











wallets or other items subject to the luggage tax to a business firm to 
give away as prizes or gifts, the wh myrronpel may or may not have to pay 
the 10 percent excise, depending upon the court asin prtasanageenea The 

Martin bill would require the retailer tax to be paid on all such 
transactions. 


Project Turnkey, the automated post office at Providence, R. I., 
lauded as the post office of the future by former Postmaster General 
Summerfield is nothing but a mess, according to a House Appropriations 
Subcommittee and present Postmaster General Day, The subcommittee says 
it is too expensive and doesn't work, The new postal chief commented 
that "it isn't working well." 








It's too early to say whether this will have any effect on the postal 
changes designed to standardize envelopes, Day failed to veto the adoption 
of standardization rules to go into effection on Jan. 1, 1963, but he had 
had no opportunity to become familiar with them. He has already rejected 
any expansion of speedmail now in effect between three cities. 


Production of writing paper dipped slightly last year, according to 
preliminary estimates of the Census Bureau. Production was figured at 
1,351,000 tons as compared with 1,356,000 tons in 1959, The decline was 
entirely in wood pulp papers, as writing paper with rag content actually 
showed an increase in production over 1959, Increases were also posted 
for thin paper, cover, text and colored school paper and bristols. Some 
manufacturers are producing a lighter weight, coated paper to help offset 
the postal rate increases for third class mail, 








The Treasury Department turned down a move to impose higher duties on 
portable typewriters imported from West Germany, A complaint had been 








filed contending that the — ers were being sold in this country at 
less than "fair value" within the meaning of the Antidumping Act. The 
Treasury ruled, however, "In gore instance, with respect to each model of 
portable typewriter considered, exporter's sale price was not lower than 
the adjusted home market price," ronal the ruling been ‘the other way, the 
Antidumping Act would require a duty high enough to offset the "dumping" 
price, 


The American Bar Association will urge Congress to revive the wartime 
tax treatment of involuntary liquidation of LIFO (last in, first out) 
inventories and expand its scope to include shortages of goods caused by 
fires, floods and other such disasters or by labor strikes that disrupt 
transportation of goods. Another tax proposal backed by ABA would permit 
calculation of depreciation allowances determined on a bracket~grouping 
basis similar to the one in effect in Canada, Under the Canadian system, 
all depreciable property is grouped in a small number of basic classes 
rather than spelled out on a comprehensive list like Schedule F of the 
Internal Revenue Service. The proposal would also eliminate salvage as an 
adjustment to the depreciable basis. 








A bill introduced by Rep, Kathryn Granahan (D., Pa.) would amend the 
Housing Act so as to permit loss of good will to be taken into account in 
computing the amount of relocation payment which may be made to a business 
displaced by an urban renewal proj ject. The bill would also raise the maxi- 
mum payment for relocation to $5,000. . . Activity at the FTC slowed to a 
walk recently while the staff awaited the management shift from Earl 
Kintner to Paul Rand Dixon . . . The House Ways and Means Committee has 
been too busy with emergency matters to consider the bill to allow proprie- 
tors and others to take tax deductions on sums put aside for retirement, 




















THE PRESIDENT OF SWINGLINE ASKS, 


A Swingline goes all out to help put profits in your hands. 
: Are Provides you with Eye-stopping Window Displays, Sales- 
Cc building In-store Displays, and provocative Follow-up Ma- 
terial designed to help build traffic and sales in your store. 


vou let { lt) 24 And experience proves that these aids can increase your 
) & 


business up to 30%. So the next time you find your hands 

meee x ” full of profit-making merchandising aids, don’t let them 

pl O 1ts slip through your fingers into the nearest waste basket. 

ly . | Make them work for you. They’ll produce more sales be- 

% { iy or} cause Swingline backs you up with dramatic full page color 
S Ip il OUs 1 ads in U.S. News and World Report, Business Week, and 
Newsweek, plus Purchasing Week, Today’s Secretary, 


VOuUL finge rsp” etc....the largest campaign in Swingline history. Write 
o a 


for details or see your Swingline Sales Representative. 


Speedpoint — the only pre- 


taples sold at list 
INC. LONG ISLAND CITY 1, NEW YORK 


Woric’s Largest Manufacturer of Stapiers for Hom€6 ana Office * In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 


--- for more details circle 167 on last page 
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mes iNdividual distinction 


dignified utility mum UN paralicied flexibility 


the new concept in office interiors B 
GLOBE-WERINICES 


Unlimited custom arrangements possible . . . Laminated plastic or 


tops . . . natural finished anodized aluminum legs . . . choice of decé 
colors—or facades of laminated plastic or exotic woods for ped 
and cabinets. There's a bright future ahead for dealers selling Echele 
sensational new business furniture. Leading office architects, desi 
and decorators are now specifying Echelon. Get full information 
on how you can become a Globe-Wernicke dealer. Write Dept. D 


Success depends on the strength of your line * The Globe-Wernicke Co., Cincinnati 12, 
--- for more details circle 133 on last page 
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“There must be hundreds, possibly thousands of stores with a conglomeration of 
unrelated fixtures and arrangements that could not possibly be giving maximum 
effectiveness, serving the prime intent of the operation — that of selling mer- 
chandise and making profits.” _ Henry Be rry, store designer, at NSOEA 
Western Convention. 


“How many customers do you actually have who have ever had a completely 
new office?” — R. P. Lewis, telling NOFA delegates how to sell customers on 
leasing. 
“Cartridge fountain pen sales currently account for 26.25 percent of the entire 
U.S. fountain pen market.” — E. P. Reavey, Sheaffer marketing director, quoted 
in UPT story. 
“Spring cleaning time should not necessarily be confined to homes and yard area. 
This is an excellent time for every office to clean out the past season’s collection 
of obsolete stationery and other general supplies and replace them with fresh 
up-to-the-minute items.” — J. R. David, Blake & Bowles Office Supply Co., 
quoted in Baton Rouge, La., newspaper story. 

a * , , 


“Christmas cards are like horse races and, although you can come in the money, 
it is difficult to pick three cards that will win, place and show.” — D. Forer & 
Co., announcing dealer winners of contest to pick best sellers in line. 


* ¥ 


“T will not blame the factories for my high inventory if I am the one who ordered 
too many machines. 1 will not blame my dealer association for my problems if 
I did not seek advice or ignored it. I won't blame my fellow dealers if I am the 
one guilty of giving my machines away. I will not blame the public for shopping 
if I’m the one who aided these tactics. I will not blame my service manager for 
lost customers if I do not maintain an honest policy. I will not blame my used 
machine department for losses if I do not employ a realistic policy on appraisals.” 
— Resolutions for 1961 from The Scomdan, publication of the Southern Cali- 
fornia Office Machine Dealers Assn. 


* 


“This one day sales clinic is available to anyone in this industry so if you know 
a dealer who didn’t get this notice you will do yourself a good turn by extending 
him an invitation to attend. The easiest competition for you is one that has 
been educated and knows how to sell and at the best prices.”” — Bulletin of the 
Philadelphia Stationers Assn., promoting NSOEA’s one-day sales clinic. 


x * ¥ % 


“Our industry is a stable one, and the percentage of failures is small. This is 
partially due to a steady demand for its products and the interest shown by 
manufacturers in their customers, the education program of the Board of Trade, 
and the type and basic intelligence of the dealer. However, we cannot become 
complacent. Other industries, unrelated but not alien to ours, are running into 
trouble, payments slowing considerably, and failures increasing.” — Feb. 23 
weekly bulletin of The Stationers and Publishers Board of Trade, Ine. 


¥* * *% * 


“The company has installed a new IBM Ramac 305 computer which will even- 
tually enable the company to process orders from franchised dealers far faster 
than is standard today. What it means to franchised retailers is this: There 
will, in the not-too-distant future, be no more delayed shipments because of the 
lack of this or that product in completed stock. Minute by minute inventory 
information will be possible, thus assuring that production can keep pace with 
incoming orders.” — Parkergrams U.S.A., house organ of Parker Pen Co. 
*% % * *% 

“You know what I gave my wife for our 15th wedding anniversary? An adding 
machine! That’s right . . . she wanted one.” — Jack Paar, TV personality, 
during his nightly network program. 











Furniture Restoring Kit | 

A furniture restoring kit called 
Formula 99 is now being offered 
by Arnold Laboratories. — It’s 
claimed that the kit “for re- 
storing gouges, nicks, digs and 
dents on all types of furniture” 
does so “to perfection in min- 
utes by amateur or professional.” 
Arnold’s says no sandpaper is 
necessary and that the kit fills 
gouges, colors and finishes in one fast, easy operation. Price 
is $10.95 and it’s claimed the kit will often pay for itself the 
first day it’s used. 





Travel File 2 

Kay’s Travel File, “which 
makes your automobile an of- 
fice,” is offered by Kay Tool 
& Die, Inc. It’s described as fill- 
ing the functions of a portable 
filing cabinet, arm rest, storage 
compartment, scratch pad, child’s 
seat, and seat divider for front 


or back. Of steel construction, Ae 





it’s vinyl laminated and has an upholstered top. ‘Colors available 
are red, green, blue, gray and beige. Each unit is 8 by 8% by 
19% inches and weighs 10 pounds empty, or 15 pounds filled 
with file cards. It will hold cards for up to 300 accounts. Re- 


tail price is $9.95 without cards or $12.95 with cards. 


Plastic Paper Clip 3 

A new, strong plastic paper 
clip now being manufactured by 
Gladen Enterprises, Inc., has a 
number of sales points, the com- 
pany claims. Called Zip-Clips, 
they are available with any mes 
sage desired printed on them, 
such as “urgent, rush, return 
for filing,” ete. Or they may 
be special ordered with a company’s trademark, slogan, name 
and address or short advertising message. The clips are also 





available in plain plastic upon which brief messages can be 
written with pencil and later erased and “re-used hundreds of 
times.” Non-rusting and non-staining, the plastic clips are avail- 
able in choice of colors or plain white. Additional suggested uses 
include as bookmarks and indexing tabs. 


File Dividers 4 
Improvements in Div-I-Dex - , 
file-drawer dividers have been 
announced by the Cel-U-Dex 
Corp., Newburgh, N.Y. Heavier 
metal is being used, the design 
has been re-engineered, and the 
construction has been sturdier. 
A chrome-plated finish is now 
standard. A set of six Div-I- 
Dex units for letter or legal size 
drawers with rod retails for $6. 
The set for rodless type drawers, 
which incorporates an anchor 
strip, retails for $7. The set for 
jumbo size drawers, used for X- 
ray prints, artwork, etc., retails for $10. 


12 





Appointment Pad 
Park Sherman’s Date & J 
dle is a deluxe appointment 
oa trimmed in brass finish, 
a styled to complement any } 
— See or office desk. Made up 
: ‘ twelve individual 84%” by 
. : month-at-a-glance — sheets 
plenty of space for reminders 
just plain doodling, it ineluds 










swivel-mounted — ball-point — pe 
Retail price of Date & Doodle is $2.95, and additional calendy 
refills, $1. Park Sherman is a subsidiary of Ketcham & Me 


Dougall, Inc., Roseland, N. J. 








Paste Jars That Bounce 

A jar of paste especially de- 
signed for children’s use is be- 
ing manufactured by the San- 
ford Ink Co. The jar is made 
of flexible polyethylene instead 








of fragile glass, so will bounce 
instead of break when _ it’s 
dropped. The new paste contain- 
er is in bright red with animated 
kangaroos on label and cap. 
Each kangaroo is a pogo brush. 
Sanford’s says this illustrates the action of the pogo brush, whieh 
slides up and down in the cap so that the last bit of paste can 
be picked up by brush from the bottom of the jar 





Three-in-one Cards 1 

Barker Greeting Card Co, 

Cincinnati, announces a new 

three-cards-in-one greeting 

card for party _ invitations, 

thank you, and birth ap 

nouncements. They come in 

studio size for easy display 

purposes. Each card is clean- 

ly perforated, so that it can 

be separated neatly and quickly to form three individual cards. 

And there’s a pocket on each card to hold envelopes as well. Bark- 

er did a lot of research before creating this item for customers who 

may desire only three or six pieces instead of packages of 16 and 

25. This enables the purchaser to buy more exactly the 

quantity needed, small or large, and it also fills a need for those 
who have already bought cards and just need a few extra. 


Desk Nameplate 8 
A new executive desk name- 

plate has been developed with 4 

re-usable letters that snap in 

and snap out easily by hand. 

Eliminated is the nameplate 

waste that occurs when em- 


ployees leave a company. 





Three dimensional letters are 
triple chrome plated. Heavy 
bases are a durable black or brown wrinkle finish, 91/4” long 
and holding 15 letters. Nameplates can be purchased for per 
sonal use or gifts already made up for $4.95 each postpaid in 
gift box. A kit that includes bases and letters for 15 name 
plates can be purchased for $74.55 postpaid. Write to Douglas- 
Stemac Co., Dept. A., 620—12th Ave. So., Minneapolis, Minn. 
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‘| IT’S EASIER TO SELL THE BOSTITCH B-LINE 
S|) WITH “CUSTOMER-SELECTED” COLORS 


The tasteful colors of the Bostitch B-Line—green, beige, ingly for green and beige, in addition to grey and black. 
nal grey, and black—were not chosen arbitrarily. They are These are the colors that make Bostitch staplers easier 


F the result of extensive research on the part of one of the __ to sell, easier for customers to buy. Get in a supply of 
in ; : : ; 

me- nation’s leading consumer magazines and the research _ these new staplers in “customer-selected” colors and 
las- 
inn. 





department of a leading advertising agency. In answer feature them in your store. Customers are sure to like 
to the question, “What are the most preferred colors in _ them. You can get free eye-catching displays from your 


office accessories?” your customers voted overwhelm- _ Bostitch representative to help. 








BOSTITCH—"THE BEST KNOWN NAME | 
STAPLING—HELPS YOU SELL WITH... 


QUALITY 
PRODUCTS 


The Bostitch reputation for staplers that 
are built to be the best makes it easy for 
you to sell the famous B-Line. 


NATIONAL 
ADVERTISING 


In all of Bostitch’s national programs 
directed to your market, the words “at 
your stationer’s” help steer customers to 
your store and increase traffic. 


POINT-OF-SALE 
AIDS 


Bostitch offers you free displays for 
shelves, windows, and counter that help 
you cash in on this extensive advertising. 


Call your Bostitch representative today. 
He’s listed under Bostitch in your phone 
book. Get in a new assortment of the 
“most wanted” colors in office acces- 
sories. And don’t forget to ask about the 
free displays, too. 


BOSTITCH 


B12 STANDARD STAPLER 


Profits are better and faster with 


EVERYTHING 


BOSTITCH 


STAPLERS AND STAPLES 


923 Briggs Drive, East Greenwich, Rhode Island 
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EY MICROPOINT 
WMARKER STIK 








a revolutionary* new writing instrument destined 
to be a big profit maker for stationers 


*MARKER STIK writes on anything except water... and 
it will write on that, too, if you freeze it! There isn't a 
witing surface made that MARKER STIK won't glide 
across . . . wooden boxes, corrugated cartons, glass, 
plastic, multiple-copy forms... even wax paper. 

There are no secrets to it. Micropoint has simply com- 
bined the two most versatile writing instruments ever 
known into one compact, stylish unit. ..a China marker 

Sm on one end, and a SKIP-FREE carbide ball point with 
Copy-Fax ink on the other end! 


terrific new Micropoint exclusive. 


(Prices slightly higher in Canada) 
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Think of the thousands of applications for this new 
product and you are adding up your sales, because 
every commercial, public, and private establishment in 
your town will use MARKER STIK... factory shipping 
rooms, transportation company baggage rooms, airline 
ticket counters, offices, schools, homes, grocery, drug, 
and variety stores. 

MARKER STIK retails for 89¢, and cost dealers $6.48 
a dozen in shelf carton or counter easel. Leads and re- 
fills are also packaged ready for resale. 


Turn the page for a sneak preview of Marker Stik 


Contact a Micropoint salesman; your wholesaler; or write direct for detailed information about this 


Canadian Distributor: Ben Sanders Co., Ltd., 199 Bay Street, Toronto 1, Ontario 


MICROPOINT, INC. Creator of advanced writing instruments 


Sunnyvale, California 





--- for more details circle 149 on last page 





NEW PRODUCTS . 


Visible Record Safe 


been added 
equipment 
record cabinets for 


cards, 


pulls down to provide a work ar- 


A new visible record safe has 
to the Schwab Safe 


Co.'s line of 


insulated 
Known as 


“safely protecting 


ea while upper one-third of door 


Is 


fire and burglar protection when 
A single cabinet safe offering the same mechanism 


it is closed. 


and protection is also available. 


3-D Card Display 

A special merchandiser has been 
created by Gibson Greeting 
Cards, Inc., to display their new 
line of three-dimensional “Stereo- 
Vue” cards which are printed by 
a new process to offer “an amaz- 
ing illusion of depth.” The mer- 
chandiser is constructed to per- 
mit a complete view of each card 
style. It is included with initial 
orders for the new cards. The 
first Stereo-Vue cards are being 
published in a series of 12 in two 
sizes, with captions for birthday, 
illness, wedding, and anniversary. 


leaf. The cards retail at 50 cents. 


raised. The door handle ac- 
tuates three jine-locking bolts for 


Designs are highlighted in gold 


office 
Model 
9994. it houses two slide visible 
5 by 8-inch 
these 
records from fire and theft.” The 
lower two-thirds of the safe door 


Notes in Re-usable Box 
White & Wyckoff Mfg. 
of Holyoke, 


duced 


Mass., lias 

re-usable styrene 
for packaging their new jj 

decorated Brief Notes as g 

merchandising idea. The 

® styrene box is designed 

lift-off cover that elim 

breakage. Each box with 

‘ .. retails for 69 cents. To he 
troduce the new packaging idea the company offers a pre-pg 
deal (#22-475D) consisting of three each of 24 assorted 
Note designs. This offers the dealer an assorted range of 
signs with a limited amount of stock. On orders for one 

or more a counter merchandiser is offered free of charge. 


Pen and Pencil Set 

The Premiere Pen and 
Pencil set is the newest item 
manufactured by Mi- 
“Handcrafted 
finished 


being 
cropoint, Ine. 
in jewel chrome, 
both the Premiere pen and 
pencil are 


exquisite writing 


instruments, precision made to last a lifetime,” the company 
The pencil uses extra-long fineline lead; has a concealal 
eraser; a streamlined guide tip for the lead; and a_ two-way 
clutch mechanism which, it’s claimed, can’t be damaged by ove 
turning in either the propel or repel direction. The pen featung 
Micropoint’s Skip-Free carbide ball point; a retracting mechanigg 
that’s guaranteed to be trouble free; and Multi-Mile ink, whi 
makes fewer refills necessary. Both the pen and pencil hav 
spring steel clips which are said to keep their tension. “Th 
Premiere set comes handsomely gift boxed and retails for $3.95" 
Micropoint says. “The pen and pencil retail for $2 each when 
sold separately and special packaging has been created for this 
purpose. 


Says. 





1 Pre view of a Profit Maker... 


MICROPOINT MARKER STI 


a revolutionary new writing instrument 


MICROPOINT, INC. Creator of advanced writing instruments 


Nb axel Ma G@elitielailt 


---for more details circle 149 on last page 
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AT THE 
REMINGTON 
“LIFE TEST” 

LAB! 


+ 





How this adding machine printed over 
19 miles of tape in 90 days (and nights 


When this REMINGTON adding ma- 
chine came off the production line, it 
could have gone to a heavy duty user. 
And run trouble-free for 5 years. 

Or to a moderate user. And run 
trouble-free for 10 to 20 years. 

Instead, it went to the Remington 
“Life Test’ Laboratory. And was 
tortured for 3 months. 

Automatic machines gave it a 
workout. 10 robot fingers “played”’ it, 


guided by a punched-tape program 
(much like a music-roll on a player 
piano). 24 hours a day. 90 days and 
nights. Without a stop. 

It added and subtracted 2 digit 
numbers and 8 digit numbers. Full 
loads (all 9’s) light loads (all 1’s) and 
alternating loads (19191919). Every 
number and every key got a workout, 
as it reeled off 6 million cycles. 

Humans “interfered” for three dif- 


ferent reasons. To feed tape rolls 
(over 19 miles of it). To check print 
consistency. To dismantle the machine 
after the test and microscope every 
single part. 

It passed all tests. Or it wouldn’t 
be in the Remington line. 


Office Machines Division 


Remington. Fand. 


DIVISION OF SPERRY RAND CORPORATION 


For greater adding machine profits, the man to see is from Remington, Contact your nearest office or write Remington Rand, Dept. 041-MS, 315 Park Ave. South, N. Y. 10, N. Y. 


---for more details circle 158 on last page 











NEW PRODUCTS : 
Corner Protector Pads 13 


A plastic foam corner pad for prevent- 
ing damage to sometimes fragile corners 
of a table, file cabinet, heavy machinery 
or glass objects. ete. when moving or ship- 
ping is available from General Box Co. 
Called Tri-Lite, the pads are said to be 
80 percent lighter than other types of 
corner protection, yet are competitive in 
price. 


Imported Accessories 14 

Two new imports from Italy, manufac- 
tured exclusively for Maison Gourmet, 
Ltd., are an Umbrella Stand and Waste- 
basket constructed of Bangkok Teak and 


designed with the contemporary office in- 
terior in mind. 








FIRST AND FINEST FOR OVER 70 YEARS! 


First on the market, BATES has maintained its leader- 
ship in the numbering machine field. Combining the 
accuracy and precision of a fine watch with the 
strength and durability of a hammer, BATES number- 
ing machines will guarantee you customer satisfac- 
tion! All are noted for lightness, smooth action and 


quiet efficiency. 


Standard for Excellence the BATES manufacturing co. 


Orange, New Jersey 





NUMBERING MACHINES « STAPLERS + LIST FINDERS * PUNCHES 


For complete information, write 


New York Office: 63 Vesey Street, New York 7, N. Y 





* STAMP PADS + 





--- for more details circle 114 on last page 





Stamp Dispenser It 


A new model Stampmaster lets custop, 





ers wait on themselves and saves tip, 
for merchant and customers. I! automa, 





ically sells any combination of Lamps fy 
25 cents in one column and 106 cents 
the other at 20 percent profit. Machin, 
earns $14 each time it empties, Jf ; 


a Ue S.. 4 
) POSTAGES 









_— 


stTames MERE 


wr CO. 
MT 
canes am, Mae 





guaranteed three years against all mechan- 
ical defects and sells direct at $39.50, FOB 
factory, Flatto Mfg. Co., Dept. 0-3, P.O 
Box 8, Miami Beach $9, Fla. 


Card Storage Unit 16 
\ new shelf storage unit for IBM 
cards is being manufactured by the Fron- 












































tier Mfg. Co. Called the Punched Card 
Storager, it is of steel construction and 
requires less than four square feet to file 
180,000 cards. It affords storage for 90 
boxes of IBM size cards. 
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If 

> Custom. 
“(VES tim. 
' automa. 
lamps for 
cents ; 
Machi, 

- Iti 


Top of its Class! 


S— or 





mechan- 
0, POR 
3, P.O 
16 
IBM 
> Fron- 
THE ESSENTIAL ITEM IN YOUR GRADUATION PROMOTION! 
Year in and year out, the most popular of all graduation Stock up now for the big graduation 
gifts is a fine dictionary. When they’re shopping for that gift-buying season at these generous 
all-important gift your customers are sure to ask for the discounts: 5 copies, 40%; 25 copies, 
finest dictionary available today: WEBSTER’s NEw WorRLD 41%; 50 copies, 42%; 100 copies, 
DICTIONARY. 43%. And, remember, WEBSTER’S NEW 
NEWEST! BIGGEST! BEST! More than 142,000 entries. 1,760 WORLD DICTIONARY is always at the 
pages. More than 3,100 terms illustrated. More of every- top of its class. That’s why it’s your 
thing today’s graduate wants and needs in a truly superb biggest profit-maker in desk diction- 
reference book. It’s “the experts’ dictionary,” used by aries, not only at graduation time, but 
q leading writers, scholars, and educators, and officially ap- every month of the year. In various 
bee proved at more than 1,000 colleges and universities. bindings, from $5.75. 
anc 
file 
90 THE WORLD PUBLISHING COMPANY « Cleveland and New York 
- - - for more details circle 181 on last page 
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there’s gold 
in the exciting, new line of 


RUST CRAFT 
Christmas gift wrappings for 61! 





a deeply-embossed dimensional foil 


A must for prestige stores everywhere. ..and it’s ours alone! Rich and 
deeply embossed, Rust Craft’s exclusive “Elegance” foil wrap is truly distinctive 
..- brilliant... unique! Never offered before, this outstanding selection of 


finest quality foils is sure to become one of the highlights in Rust Craft’s new 
sellout Christmas line for ’61. 


And see the other exciting designs in Rust Craft gift wraps to give you the 
newest, brightest, most saleable line ever! All on display at the Stationery Show! 


A RUST CRAFT EXCLUSIVE! 
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If it’s excitement you want for Christmas, you can have it with Rust 
Craft! An entirely new line of Rust Craft exclusives that will top even 
our ’60 sellout line! A variety of new techniques...new advances...new 
ideas to bring you product value without equal...turnover speed with- 
out precedent! All in addition to our famous religious line... greater 
than ever! Get a bigger share of the Christmas market... place your 
order for the newly-exciting, truly exciting Rust Craft line now! 


. NEW FOILEX TIP-ONS — exclusive, directionally-embossed foil for greater beauty! 
NEW ACETATE ETHOCELS — by far the best values in the field (best profit-producers )! 
NEW FLUORESCENT INKS — for a brighter, crisper look in children’s cards! 


NEW CHRISTMAS SOPHISTICATES — smart, different, cosmopolitan for the 
see young-at-heart . . . in a wide range of prices! 


NEW CHRISTMAS HAT CARDS — back again and better than ever. Small fry will love them! 


NEW SCULPTURED EFFECTS — the stand-outs of the Rust Craft Christmas line! 


NEW SOLID PACK LINES BY RUST CRAFT AND BROWNIE! Two exciting, 
new lines, carefully planned to give you a complete selection at minimum 
investment for outstanding turnover and profit! 


see , WATCH RUST CRAFT GO IN 61 with the line that’s even hotter than ’60! 


sss RUST CRAFT "4 PUBLISHERS 


RUST CRAFT PARK, DEDHAM, MASS. 


---for more details circle 162 on last page 
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One of All-Rite’s 
pens for every 
purpose 


OFFICE-RITER 


Hexagonal barrel prevents rolling. 
Four ink colors: Blue, red, gréen, black. 
(Barrel color denotes ink color). 


#52: Medium Line Pen — 29¢ ea. 
#522: Extra Fine Line Pen — 39¢ ea. 
Compact 1 Dozen Boxes 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


--- for more details circle 106 on last page 
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6%” long desk model: Without cap and clip, 








NEW PRODUCTS 


Collapsible Wardrobe Rack 


Adaptable to coat storage 


needs in both permanent and 





lemporary installations, a new 

#2” wide wardrobe rack holds 15 

to 20 coats, takes 20 seconds to 

collapse and stores in a space of 

2” by 22” by 5”. Although 
m 


weighing ly eight pounds, its 






CUMS Yaw 





heavy gauge aluminum tube con- 
struction is engineered to support | 


over 150 pounds. Specification 5 Aca 
sheets and a catalog showing a i a 


. . 7 ee . . . . . ’ 
full line of office and institutional accessories are available fr 


Glaro Machine Products, Wartburg, Ave., Copiague, N. Y. 


& STORES or arcee ne 








Type Cleaner Ig 
Waeu A new product describe 
as an easy, fast, clean wa 
to remove dirt from typ. 
writer type has been intp. 
duced. Called Britetype, 





is a complete departure frog 
old-fashioned liquids an 
brushes. Each Britetype stick 
has a wick at one end 
Squeezing the stick saturates 
the wick with a special dirt dissolving formula that wipes away 
the gummy gook in seconds. A box containing ten of the Brite. 
type sticks sells for 98 cents. For a free testing sample, write 
to the Perry-Sherwood Corp., 257 Park Ave. So., New York 10 


N.Y. 


Dealer Nameplates 


“Autographs” nameplates 
for name advertising on prod- 
ucts sold and serviced by 
dealers are now offered in 
more than 90 die-stamped 
sizes by Metalcraft, Inc., Ma- 
son City, Towa. Produced 
from .016” aluminum (not a 
foil) the nameplates are avail- 
able in a variety of color 
combinations. A clear, baked 


lacquer over-coating protects 





the lithographed copy from 
ibrasion. The plates feature a solvent-activated, adhesive back- 
ing. They can be mounted quickly, easily and permanently on 
any clean surfave including usually troublesome crackle finish 
The nameplates are packaged in handy “work-out-of” cartons 
Samples and literature will be sent on request. 


Correction Paper Samples 20 

Now being marketed is aa 
unusual stick-on “mateh 
book” folder containing — 
instead of matches — Ko- 


| KO-REc- TIE } 


a vane 


Rec-Type typing correction 
sheets. The packet is avail- 
able with dealer’s advertising 
message printed on its cover. 
Selling for 3c to 5c (depend- 
ing upon quantity), each Ko- 

, Rec-Type booklet features a 
unique stick-on tab for attaching directly to typewriter or desk. 
They are specially designed for advertising use by stationers, 
office equipment and furniture dealers. According to the manu- 
facturer, each booklet is good for up to 100 eraserless corrections. 
Free samples and additional information may be obtained by 
writing Cub Products Corp., 11-49 44th Road, Long Island 
City 1, N.Y. 





(Continued on page 60) 
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belonging to USC, of course. 

The University of Southern 
California and the entire Southern 
California area are widely known 
as places of color, drama, excite- 


ment and showmanship. It’s un- 
derstandable that Los Angeles 
provided a fitting stage for the 
first regional exhibit of the Na- 
tional Stationery and _ Office 
Equipment Assn. 

There were no thinly veiled 


beauties or sea-going galleys, but 
there was plenty of excitement 
and showmanship. 

“Terrific,” writes one reader. “I 
do hope they will do it again next 
year.” Following the success of 
this first regional exhibit, NSOEA 
has announced that it will hold a 
second Western show next Febru- 
ary in San Francisco. 

Adding greatly to the drama of 
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Opinion 


the inaugural Western show was 
the keynote presentation of J. 
Howard Patrick, NSOEA presi- 
dent, summarizing the latest re- 
search on the size of the industry, 
the role of the dealer in it, and 
the function of the trade associa- 
tion. The facts and figures were 
delivered with a flair that few in 
attendance will soon forget. 

The survey report, itself, is 
something that will be commented 
upon and bear fruit for many 
years. 

It should inspire dealers to know 
they are part of a $7.5 billion in- 
dustry. It should encourage deal- 
ers to know that their industry 
is growing twice as fast as the 
rest of the national economy. 

It should generate new respect 
for dealers in the business com- 
munity to have it broadcast that 
they are the dominant channel of 
distribution for office furniture and 
also for office stationery and sup- 
plies. Even in the field of of- 
fice machines, where many _ prod- 
ucts are sold direct, the independ- 
ent dealer is found to account for 
more than a third of sales outside 
of the billion and a half dollar com- 
puter and electronic data proces- 
sing area. 


For manufacturers, it must be 


Meld O 


encouraging to know there is a 
national network of about 13,000 
dealers to help them bring their 
products to the public. The size 
of the country’s stationery and of- 
fice equipment dealer group has 
been a subject of speculation in 
some quarters. But we have 
known and said for four years that 
there are 12,000 to 13,000 inde- 
pendent retailers of office prod- 
ucts in the United States and an- 
other 800 or so in Canada. 
Actually, it seems that the $3. 
billion volume in office products 
attributed to these dealers does 
not tell the full story. Many of 


the 13,000 dealers do additional 
volume in related lines such as 
greeting cards, gifts, books and 


luggage. Also, many dealers earn 
additional revenue from service 
departments. Considering these 
facets of the business in addition 
to the sale of office products, it 
may be safe to estimate that sta- 
tionery and office equipment deal- 
ers in the United States comprise 
a three and one-half to four bil- 
lion dollar distribution network. 

This is big business, and we are 
pleased to see it getting bigger. 
It deserves all the flair and show- 
manship that even Southern Cali- 
fornia can give. 



















e have witnessed at this 
oo convention what I hope 
will be the start of a new era in 
NSOEA progress.” 

These words of summary by J. 
Howard Patrick, president of the 
National Stationery and Office 
Equipment Assn., at the Associa- 
tion’s first Western Convention 
and Exhibit in Los Angeles may 
have marked a milestone in the 
history of both NSOEA and the 
industry. 

Earlier, in his keynote address, 
Mr. Patrick announced results of 
a half-year research program show- 
ing that sales of office products 
amount to $7.5 billion in the 
United States. Independent deal- 
ers account for 40 percent of this 
volume, and the industry is grow- 
ing 6 percent annually—a_ rate 
twice that of the national econo- 
my. He also outlined a proposed 
five-year plan through which 
NSOEA could better serve the 
growing industry. 

Total registration for the West- 
ern show, Feb. 24-26 at the Bilt- 
more Hotel in Los Angeles, was 
5,436, including more than a thou- 
sand persons who registered for 
the full package of all convention 
activities. 

Plans to hold a second Western 





Show (next February 16-18 in 
San Francisco) were announced 


within a weck, following a_post- 
convention meeting of NSOEA’s 
executive committee. 


The Dealer’s Share 

The industry figures dramatic- 
ally unveiled by Mr. Patrick are 
the findings of a survey directed 
by NSOEA and executed by Rog- 
ers, Slade & Hill, New York man- 
agement consultants. The survey 
was based on a time span of 1954 
to 1960, and sales and growth rate 


figures were projected through 
1965. It is described as the most 


comprehensive study of the in- 
dustry ever made. 

About 13,000 office equipment 
and supply dealers were found to 
account for 40 percent, or $3.1 bil- 
lion, of the industry’s total annual 
sales of $7.5 billion. A breakdown 
of all manufacturers’ sales by 
broad product categories shows 51 
percent of the industry’s output 
consists of office stationery and 
supplies, 36 percent is office ma- 
chinery, and 13 percent is office 
furniture and fixtures. 

At the retail level, the survey 
attempted to determine what por- 
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A report that the 


office products industry 


is growing twice as 


fast as the rest of the 


economy made big news 


Western Show 


at the first regional 


convention and 


exhibit of the National 


Stationery and Office 


Equipment Association 


tion of total sales is accounted for 
by dealers, manufacturers and 
other retailers such as drug, vari- 


ety, department and _ discount 
stores. It disclosed that sales of 
office machines (including elec- 


tronic equipment) are made prin- 
cipally by manufacturers; that out- 
lets other than stationers are get- 
ting a substantial share of the 
writing implements, writing paper 
and supplies market; that discount 
houses and large department and 
variety stores are selling a large 
share of typewriters; and that 
manufacturers’ direct sales and de- 
partment store sales account for 
a healthy slice of the office fur- 
niture retail market. 

Dealers come in for 57 percent 
of the retail market in office sta- 
tionery and supplies, 17 percent 
of the office machines market, and 



























































66 percent of the market for fur- 
niture and fixtures. 


G:owth Factors 

Factors contributing to the im 
dustry’s rosy outlook were found 
to include: 

1) Population growth, which 
will bring a proportionate increase 
in the labor force, including office 
workers. 

2) General prosperity of busi- 
ness, Which should bring a 50 per- 
cent increase in the office supplies 
and equipment industry’s produc- 
tion over the next 10 years. 

3) Technical developments, 
with particular emphasis on office 
machines and systems. Research 
and development outlays for all 
industry are expected to rise from 
$12.5 billion in 1960 to between 
$22 and $35 billion by 1970. 
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Mrs. Young, wife of the store manager of 
Wholesale Stationers Co., Seattle, receives stole 
she won in drawing at Golden West Dinner 
Party. Her husband, left, held the winning 
ticket and Ken Brown, right, retiring governor, 
made the presentation. 


Close to 800 stationers and their wives passed through the receiving line at a President's 


reception the evening before the western meeting opened. 


Shown receiving their guests are 


Chuck Mortensen, Marjorie Brown, Ken Brown, Eileen Cornell, George Cornell, Vivian Pat- 


rick, Howard Patrick and Dean Despie. 
dealer personnel. 
evening, Feb. 25. 


More than 3,000 of the 5,436 at the show were 
Close to 1,200 attended the Golden West Dinner Party held Saturday 


joens New Era for NSOEA 





"Prospecting for treasures” was the theme of the keynote address by J. Howard Patrick, president of NSOEA, at the western convention and 


exhibit in Los Angeles. 


During the dramatic presentation, travelers in newsboy costumes (center) helped spread the good word that office prod- 


ucts constitute a $7.5 billion annual market. Another point in the talk, “Now never comes again!”’, was emphasized by the awarding of a clock 
right) to Mrs. Buchanan, wife of the store manager of Wikle’s Stationers, Phoenix. 


4) Accelerated office building 
construction, assuring a market 


for the industry’s products. Of- 
fice building construction has gone 
up 50 percent in the past five 
years as compared with only a 30 
percent increase in total construc- 
tion. 

5) The nation’s business com- 
munity, growing by 100,000 firms 
a year. 

6) Growing office worker em- 
ployment. The government re- 
ported in October, 1960, that vir- 
tually all of the over-the-year in- 
rease in the civilian labor force 
occurred among professional, cler- 
ical and service workers. Office 
workers accounted for 36.7 per- 
cent of the total labor force and 
are approaching the 40 percent 
mark, 


These same factors are expect- 
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ed to contribute to growth in the 
size of the dealer group, a group 
described as badly in need of a 
workable, clear definition distin- 
guishing between the wholesaler 
and the retailer. 

Among forces in the industry 
itself promoting growth, the survey 
cited trade publications and as- 
sociations, ranking NSOEA and its 
services high. Closer working ties 
between NSOEA and other trade 
groups of the industry were sug- 
gested. 

Industry forces and _ practices 
which influence the number of 
dealers were reported, although it 
was said that even during periods 
of national economic decline, the 
size of the dealer group does not 
lessen. The trend of dealers, who 
formerly limited themselves strict- 
ly to office supplies and equip- 


ment, to swing into more profitable 
lines — such as greeting cards, 
hooks and gift items — has per- 
mitted many dealers to remain in 
business during highly competi- 
tive, low-profit periods. Other fact- 
ors include requirements for large 
inventories, which tie up funds 
and make dealerships less attract- 
ive; the degree of dealer success in 
gaining further acceptance by 


manufacturers of office machines 
as a distributing arm; and com- 


petition of drug, 
partment stores. 


variety and de- 


Association Program 

The survey pointed out that 
NSOEA can be of service to deal- 
ers in overcoming these problems 
through continued dealer educa- 
tion in inventory controls, account- 
ing analyses, merchandising prac- 
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tices and techniques and by im- 
proving dealer-wholesaler-m an u- 
facturer relationships, 

“We must have an organization 
that’s equipped to keep pace with 
the ever-changing product and 
merchandising tides in our indus- 


try,” the NSOEA president con- 
cluded. “We must have an or- 


ganization that’s flexible enough 
to advance with the predicted in- 
crease in business — and, we must 
have an organization that gives 
each and everyone of you personal 
service in the areas indigenous to 
vour specific problems. We’re or- 
ganized not just to organize. We’re 
organized for progress and _ profit 
through a better awareness of our 
industry and markets through a 
better communication of ideas and 
information.” 

NSOEA activity recommended 
by the survey team includes: 

*A vigorous campaign to en- 
list all of the country’s 153,000 
dealers as members. 

*Better use of member talents 
through a five-year program to 
create active and working commit- 
tees in such areas as membership 
promotion, advertising — services, 
public relations, research, govern- 
ment relations, careers in the in- 
dustry, inter-association relations, 
ete. 

*Vitalizing and strengthening all 
the districts and the work of the 
district organization. 

*Undertaking a program of field 
service in the immediate future so 
that district officers and head- 
quarters staff can work together 
all year around. 

*Creating recognition of the vi- 
tal importance of stationers to the 
economy and life of America; lift- 
ing the level of each member’s ser- 
vice as his personal responsibility; 
and developing good management 
and sound profit for each member 
and the total industry. 


District Meetings 

The Association’s Districts 12 
and 14, which become Districts 
9 and 10 in a reorganization of 
NSOEA regions, held their annual 
spring meetings in connection with 
the Western Show. 

New governors for the enlarged 
districts were appointed by the 
NSOEA executive committee. 
They are Paul E. Forgey, Bow- 
man-Forgey Stationery Co., Santa 
Cruz, Calif., for District 9: and 
Leighton B. Cress, president of 
Clark Office Supply Co., Phoenix, 
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and office furniture and equipment. 
the following growth potential. 


1. Total Office Stationery & Supplies 
Writing Instruments 
Stationery, Envelopes 
Binders, Blank Books, Tablets, etc. 
Business Machine Supplies 
Misc. Office Supplies 


2. Total Office Machines 
Electronic Equipment 
Accounting Machines 
Typewriters & Parts 
Duplicating Machines 
Copying Machines 
Dictating Machines 


3. Total Office Furniture & Equipment 
Metal Furniture 
Wood Furniture 
Filing Cab‘nets, etc. 
Safes & Vaults 
Partitions, Shelving, etc. 





The $7.5 Billion Market! 


Latest research shows that 13,000 dealers sell 40 percent, or $3.1 billion of the 
nation's $7.5 billion annual market for office stationery and supplies, office machines, 
A breakdown by major product categories shows 


(Dealers account for 57 percent of the retail market in this category.) 


(Dealers account for 17 percent of sales in the office machines market.) 


(Dealers account for 66 percent of sales in 


Annual 
1960: Retail Growth 
Sales Volume Rate 
$3,746,000,000 7% 
360,000,000 5% 
1,280,000,000 6%, 
1,306,000,000 7% 
350,000,000 15%, 
230,000,000 4%, 


2,824,800,000 11%, 
1,500,000,000 15%, 
755,000,000 3/49), 
362,000,000 7°, 
60,000,000 5%, 
102,600,000 20%, 
45,200,000 0%, 


916,500,000 10%, 
292,000,000 14%, 
113,000,000 7%, 
167,800,000 3%, 

72,500,000 6", 
271,200,000 6%, 


the office furniture and fixture marke.) 








for District 10. In following years, 
the governors will again be elected 
by the membership at large of 
their districts as in the past. 

Portions of the Western prog- 
ram will be repeated at other dis- 
trict NSOEA meetings throughout 
the country this spring. These 
parts include sessions on inventory 
management, meeting sales objec- 
tions, and getting new business 
by Michael Sanyour and Paul Ig- 
natius of Harbridge House, 
NSOEA’s research consultants. 

A new visual sales tool pre- 
pared by Harbridge House person- 
nel is a book called “Your Prob- 
lems in the Office.” Soon to be 
available for use by salesmen of 
dealer members, it covers these 
major problem areas: filing sys- 
tems, typing, office organization 
and layout, desk organization, 





seating and chairs, data _process- 
ing room, inventory control in the 
office, and duplicating and _repro- 
duction. 

Two special features of the 
Western program were talks by 
store designer Henry Berry on in- 
store merchandising and by credit 
executive Edward Kallmann on 
dealers’ financial pitfalls. 


In-Store Merchandising 

Mr. Berry took issue with the 
Webster definition of a 
“a place in which to store mer- 
chandise.” 

“If there is anything in the world 
a retail store should be,” he said, 
“it is not a place to store mer- 
chandise, but is is a place to move 
merchandise and to sell it. A re- 
tail operation is a sales house — 
not a warehouse — and to sell the 


store as 


MODERN STATIONER, APRIL, 196! 




















Taking par 
to right, 

elected pr 
ton, vice F 





Officers « 
Paul E. F 
Stationer 
governor 
eral mar 


merch: 
propel 
the ty 
ileged 

Wi 
lightir 
and ¢ 
cusse¢ 
retail 

ge i 
the s' 
rv co 
ing t 
meet 
sured 
a ne 
pictu 


Finar 
M 
and 
used 
some 


MOD 








CeSS- 
n the 
epro- 


the 
s by 
n in- 
redit 
on 


the 
P as 


mner- 


orld 
said, 
ner- 
love 

re- 


_— 


the 


1961 











ton, vice president. 


Officers of NSOEA’s new District 9 include as governor, 
Paul E. Forgey, left, owner-manager of Bowman-Forgey 


Stationery Co., Santa Cruz, Calif., and as 


merchandise it must be displayed 
properly and selected properly for 
the type of customer you are priv- 
ileged to serve.” 

Window areas, floors, ceilings, 
lighting, display shelves, storage 
and check-out counters were dis- 
cussed in detail as they affect the 
retail sale of office products. 

“There is still plenty of gold in 
the stationery industry,” Mr. Ber- 
ry concluded, “for the dealer will- 
ing to consider modernization to 
meet today’s competition.” He as- 
sured dealers that if the dream of 
a new operation “is not in your 
picture, it should be.” 


Financial Pitfalls 

Mr. Kallmann of the Stationers 
and Publishers Board of Trade 
used general examples to describe 
some of the common errors made 
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Taking part in Golden State Travelers change of command are, left 
to right, Loyal Carlon, vice president; Stewart Anderson, newly 
elected president; George Frey, retiring president; and Ken Fuller- 


lieutenant 
governor, Leland A. Johnson, vice president and gen- 
eral manager, H. S. Crocker Co., San Francisco. 





Ray Langley, left, is new president of the 49ers Travlers. With him 
are Augie Erickson, center, retiring president, and Harry Shook, right, 
first vice president. Travelers were given much of the credit for the 





success of the regional show. 





Leighton B. Cress, left, president of Clark Office Supply Co., Phoenix, is governor of 
NSOEA’‘s new District 10. Serving with him as lieutenant governors are Eldon R. 
Cloud, center, store manager of Albuquerque Stationery Co., Albuquerque, and Merlyn 
Carpenter, right, owner of Hills Stationery Store, San Luis Obispo, Calif. Because of 


the change in district lines, governors for the coming year only, were appointed. 


by dealers in financial management 
— over-inventoried condition, slow 
turnover of accounts receivable, 
inadequate gross profit, excessive 
expenses, over-expansion, over- 
trading, excessive withdrawals, and 
problems in paying off retiring 
principals. 

“In a trading enterprise there 
are two general divisions of op- 


eration,” he pointed out, “sales 
management and financial man- 


agement. The financial end of the 
business includes the supplying of 
capital, efficient distribution of 
capital, buying, expense control 
and proper utilization of person- 
nel. 

“Many businesses are started by 
sales personnel, most of whom 
have had previous experience in 
the industry. A many of 
these sales-minded owners over- 


good 


look the necessity of having a good 
working knowledge of proper fi- 
nancial management. Lacking this 
adminstrative ability, they find 
themselves in a short time with 
a good volume of sales, but with 
severe restrictions caused by im- 
proper use of their capital.” 

In other sessions at the three- 
day Western Show, Clifford R. 
Bollman of the Dale Carnegie or- 
ganization gave basic hints to 
salesmen on developing selling abil- 
ity through “human engineering,” 
and Dr. Frank C. Baxter empha- 
sized the importance of individu- 
ality in every aspect of business 
and personal life. Dr. Baxter ar- 
gued for the survival of democracy 
based on the personal endeavor of 
unique individuals, giving dele- 
gates a hard-hitting critical look 
at American conformists. 
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New building of National Stationers in Philadelphia nearly triples 
the space of the company's former location. It fronts on Arch Street. 


Partners Marvin Berman (standing) and his father, Irwin, review 
items for one of many direct mail catalogs they put out. 
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\ bright, attractive stock layout, allowing ample 

lisplay room and easy access to inventory, means 
greater profits and efficiency in running a stationery 
business, according to Irwin Berman and _ his son, 
Marvin, partners in National Stationers, one of the 
largest in the Philadelphia area. 

Through the stationery operation and _ its  sub- 
sidiaries, the National Office Furniture Co. and Na- 
tional Printers, Inc., with its separate printing divi- 
sion, all at the same address, the new facilities offer 
one of the most complete services for the businessman 
in the Delaware Valley. 

Formerly located at 1028 Arch St., the company’s 
more than 10,000 varied items of inventory (“Any- 
thing from a pin to an office safe”) and 35 employees 
made for cramped quarters and an inefficient opera- 
tion in a steadily growing business. 

“At our former location, we stored the stock as 
best we could,” the senior partner recalls. “Some of 
it on the first floor and most of it in cartons on the 
third floor or in the basement. To fill an order meant 
climbing up and down ladders for items stored on the 
higher shelves of the first floor and many trips up 
and down on the elevator, a costly and time-consum- 
ing method.” 

When larger quarters became a “must” the Ber- 
mans searched several years for a location in the 
same area large enough not only for their present 
needs but also for additional expansion in the future. 
Properties that met these requirements were scarce 
and they looked at dozens before they bought what 
they considered ideal for their business. 

Formerly occupied by a sporting goods retailer, 
the four story and basement building at 731-35 Arch 
St. occupies 30,000 square feet. National uses two- 
thirds of this space now and has the remainder avail- 
able for future use. 

Lengthy renovations at a cost of more than $25,- 
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Panel boards holding literature and display shelves hide the 
framework of steel shelving which supports catwalk and upper 
storage areas. Upper level view shows catwalk with railing 
which have eliminated ladder-climbing when filling orders 
while permitting full use of space offered by first floor's 
17-foot ceiling. 


000 included repainting, removal of partitions, re- 
wiring and installation of new fluorescent lighting. 
The result: a bright, modern store. 

The basement is now a display room in conjunc- 
tion with the main floor where lines of office furni- 
ture can best be highlighted. The third floor holds 
warehouse space and the commercial printing shop. 
It's on the first floor, however, that the Bermans feel 
their new locations shows to its greatest advantage. 

Two large plate glass display windows, one fea- 
turing a model office and the other stationery and 
office supplies, front the 140 by 40 foot sales room. 
The retail department is on the front left as the cus- 
tomer enters the store and executive offices are along 
the side to the right. 

Marvin Berman, credited by his father for the 
efficient layout, incorporated his own ideas of store 
design with tips he learned at stationers’ conventions, 
then drew up the plans and contracted for the work. 

“When you are storing inventory, you can spread 
out or you can go up,” the younger Berman observes. 
“Our main object, after our experience at the former 
shop, was to get as much merchandise on-the floor as 
possible. Here we were fortunate in having 17 foot 
ceilings and we could go up and take advantage of 
the height.” 

Plans called for 14 shelves, spaced a little more 
than a foot apart, extending from the floor to the 
ceiling and running the entire 140 foot length of the 
shop with a mezzanine, where the shelving runs cross- 
wise at the back. 


Use of ladders when filling orders went the way of 


MODERN STATIONER, APRIL, 1961 











The Bermans, father 
and son, at formal 
opening of new 
quarters. They 
played host to more 
than 1,000 custom- 
ers on opening day. 


the horse car here with the installation of safer and 
more efficient catwalks running the entire length of 
the shelving at a height of seven feet. 

“Before,” Irwin Berman recalls, “if you were laying 
out an order of 10 different items, there was a chance 
that vou’d have to shift the ladder and climb up and 
down at least half a dozen times . . . both inefficient 
and tiring. Now the clerk climbs the stairs to the 
catwalk and the stock on the upper shelves of the 
entire store is easily accessible. He can fill an order 
in one-third the time. And there is the plus of greater 
safety. We no longer have to worry about a repeti- 
tion of an accident in which a ladder shifted, fell and 
injured an employee.” 

Sections of the catwalk, of angle slotted steel, plus 
7,500 feet of shelving in sections 36 inches long by 
12 inches deep, were made for National Stationers by 
a regular supplier of office equipment and shelving. 
Since National sells and erects shelving itself, the 
Bermans were able to have their own crews handle 
the installation. It was like working with a giant 
Erector set. The entire moving operation, from the 
old plant to the new, took about two months and was 
completed in spring of 1960. 

The new layout is in accord with National’s mer- 
chandising methods. “New 70 percent of our stock is 
in plain sight on the first floor and easily reached. 
It makes a fine impression on our customers,” Irwin 
Berman states. “Before, they didn’t know or care 
what we had hidden away on our third floor. Now 
with the merchandise before their eyes, sales are 
stimulated.” 

The new ease of order filling is especially impor- 
tant for a dealer who does much of his volume 
through mail orders, the result of regular distribution 
of catalogs of bank supplies, commercial supplies and 
equipment and school supplies. Direct mail adver- 
tising and mail order promotions have had much to 
do with the firm’s growth since 1923 when it was 
founded by Irwin Berman. “A lucky accident,” he 
calls it. As a college student of business administra- 
tion, he was assigned to a training program of sales 
work for a retail stationer. 

The company’s most recent move, tripling its 
earlier space, is the third such expansion move in the 
history of National Stationers. 








Ray Lewis of the 
R. P. Lewis Co., Flint, 
Mich., retiring “OFA 
president, explains 
his program during 
the session on office 
furniture leasing. 


Herman Klein, left, 
of Miller Desk and 
Safe Co., Los An- 
geles, receives tro- 
phy as the Outstand- 
ing Office Furniture 
Dealer of the Year. 
Making the presenta- 
tion is Gerald Hall, 
last year’s winner. 








New officers of NOFA, left to right, include: vice president, Gerald Hall, Desks, Inc., Chicago; 
vice president, Frank White, Hamilton Cosco; president, William Cole, Walsh Bros., Phoenix; 
vice president, John Dwyer, New England manufacturer's representative; and Leon Grossman, 
Grossman's Office Equipment, San Jose, Calif. 


One of several tro- 
phies awarded to ex- 
hibitors for the ex- 
cellence of their dis- 
plays is received by 
Les Westin cf West- 
in-Nielsen Corp. Miss 
Edna Riley, assistant 
to NOFA’s executive 
director, makes the 
presentation at an- 
nual banquet. 
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Pecord attendance of 4,696 was 
NOFA’s reward for taking jt 
1961 show to New York City, th 
country’s Number One _ market 
Despite an airline strike which 
kept many dealers home and , 
conflicting show on the West 
Coast, both the number of exhibits 
and the number of delegates 
reached new highs at the Feb. 9. 
26 meeting of the National Office 
Furniture Assn. 

William J. Cole of Walsh Broth. 
ers, Phoenix, Ariz., was elected 
president to succeed Ray P. Lewis 
of Flint, Mich. It was announced 
that the group’s next convention 
will be held again in New York 
City April 26-30, 1962. 

New colors, styles and finishes 
were featured in the fourth floor 
exhibit area at the New York 
Coliseum. At the Park Sheraton 
Hotel convention headquarters, 





NOFA 





Clark Briggs, left, of Farnham’s, Minneapolis, fields 
a question during overtime session of the dealer 
workshop. 
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lalers conducted overtime panel 
»ssions 2nd workshops on the sub- 
vets of design service, sales train- 
ag and management, leasing, and 
ales promotion. A two-day de- 
jg seminar which preceded the 
nvention was attended by about 
70 persons. 
Expanded Service 

Plans for increased service to 
YOFA’s 1,500 members were an- 
younced by John R. Gray, execu- 
tive director of the association, at 
the annual business meeting. The 
hiring of a new staff member, Dick 
Murphy as assistant executive di- 
rector, Was cited as a step toward 
seater field activity, revitalized 
chapter programs and more NOFA 
area conferences. A chapter manu- 
al for the guidance of local offi- 
cers is to be prepared and a New 
England area conference has been 
scheduled for April 22. 


A budget of $153,500 was set 
up for the coming year, an in- 
crease of $20,000 of the previous 
year’s expenses. 
Economic Forecast 

At the annual banquet, Charles 
P. Taft, former mayor of Cincin- 
nati, told NOFA members and 
their guests that “We have ar- 
rived at the normal competitive 
situation in both domestic and 
world business. Unfortunately, 
however, many American business- 
men don’t know how to meet it. 

“This is the mildest recession 
since World War II,” he said. “We 
have definitely passed the bottom 
and are heading back up. But we 
must realize that we are going to 
have to overcome the hottest kind 
of competition, both foreign and 
domestic. We have priced our- 
selves out of many 
to loose labor practices and ob- 


markets due 





solete manufacturing methods. It 
is time for American ingenuity, 
resourcefulness and energetic sell- 
ing practices to be still further de- 
veloped and used to the limit.” 

At another session, Dexter M. 
Keezer, economic adviser for Mc- 
Graw-Hill publications, also stated 
that in his opinion the bottom of 
the recession has been passed, and 
that he expected American busi- 
ness to reach all-time high peaks 
before the end of 1961. 

The $503 billion gross national 
product of 1960 should rise to $512 
billion during 1961, Mr. Keezer 
predicted. He pointed out that 
America is using only 75 percent 
of its manufacturing capacity, but 
that expenditures for new plant 
and equipment are holding up well. 

He mentioned a small cloud on 
the horizon—the “hair shirt” fad 


Attendance Hits New High 


Design service, selling problems, and a floor full of new products took top billing at 


the 15th annual convention and exhibit of the National Office Furniture Association 





Plaques recognizing individual contributions of from 25 to 62 years to the office furniture industry were passed out at the second annual serv- 
ce award breakfast. Pictured here are some of the industry veterans who were honored. 
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of Author Vance Packard’s Waste 
Makers cult—adding that a mass 
return to the simple life would 
hurt our national economy. 

The outlook for the office fur- 
niture industry was described as 
superlatively good. 


Officers Elected 

Officers and directors chosen in 
addition to Mr. Cole, the new 
president, were: 

Vice presidents—Gerald L. Hall, 
Desks, Inc., Chicago; Leon W. 
Grossman, Grossman’s Office 
Equipment, San Jose, Calif.; John 
B. Dwyer, manufacturers’ repre- 
sentative, Boston: and Frank 
White, Hamilton Cosco, Inc., Co- 
lumbus, Ind. 

Directors—R. P. Lewis, The R. 
P. Lewis Co., Flint, Mich.; John 
R. Jacobs, Dameron-Pierson Co.. 
New Orleans; William Humphrey, 
Wagner-Henzy Fisher Co., Cleve- 
land; Jack Gorman, Thomas W. 
Ruff Co., Columbus, Ohio: E. A. 
Meany, Jr., Eagle Ottawa Leather 
Co., Grand Haven, Mich.: Ben 
Itkin, Itkin Brothers, Inc., New 
York; Ross De Vinney, Sr., Vro- 
man’s, Pasadena, Calif.; Harry 
Nechamen, Harry Nechamen Dis- 
tributors, Inc., New York; Chilton 
Brown, Directional Contract Fur- 
niture Corp., New York; J. S. Or- 
dover, Gift Craft Leather Co.. 
New York: Hugh Morgan, Eisen 
Brothers, Ine., Hoboken, N. J.: 
Anton J. Kuhn, Peerless Steel 
Equipment Co., Philadelphia; and 
Allan Gassenheimer, Mercantile 
Paper Co., Montgomery, Ala. 

E. A. Tyre, All-Makes Office 
Furniture Service, Chicago, was re- 


elected treasurer and W. B. Wood, 





J. Richard Jones, Jr., of Ray Lang, Inc., At- 
lanta, makes selection of office accessories 
while Marvin S. Levine of Maison Gourmet, 
Lid., writes order at exhibit hall. 
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Jr., The W. B. Wood Co., New- 





ark, N. J., was named activities 
director. 
Profit Hints 
“We're selling different lines, 


with a different approach and with 
different personnel than we were 
10 vears ago,” said Al Eiseman of 
Maverick-Clarke, Antonio, 
Texas, during the dealer workshop 
session at which NOFA members 
from all over the country ex- 
changed profit hints and manage- 
ment techniques. 

The popular session, moderated 
by Clark Briggs of Farnham’s, 
Minneapolis, ran overtime and still 
had to be continued on the follow- 
ing day to satisfy interested deal- 
crs. 

Other well received panels were 
conducted on leasing, on sales 
training, and on the buyer’s point- 
of-view with purchasing agents as 
participants. 

The panel on sales training and 
management covered such 
subjects as sources for good men, 
how to keep good men without giv- 
ing them part of the business, get- 
ting men to sell at a profit, and 
how general line salesmen 
to sell furniture. Great variations 
in sales training were discussed— 
some dealers send a man out to 
sell after two months of indoctri- 
nation while others keep trainees 
busy with in-store job rotation for 
a full year before they begin out- 
side selling. 

Several ways of reducing selling 
costs were described. At least two 


San 


sales 


to get 


dealers mentioned using a “bird 
dog” system for acquiring offic« 


furniture leads by hiring ambitious 








Edmund Furley, Jr., Suniland Furniture Co., 
Houston, gets the feel of a new desk with 


commentary from Luther Draper, left, de- 
signer of the unit, and T. R. Pitts, right, 
general manager of Myrtle Desk Co. 





high school or college youths 4 
do the leg work involved i. build. 


ing a good prospect list. Othe, 
told of limiting outside s:les ap. 
tivity and concentrating as muc 


as 5 percent of sales in direct majj 
newspaper and catalog advertising 
An ad budget of 1% percent ¢ 
was mentioned as closer 
the average. 

Another facet of managemen} 
responsibility was covered by Leoy 
Grossman of San Jose, Calif., who 
told of setting up a perpetual jp. 
ventory system and departmental. 
izing his 14-employee operation 
for improved operating efficiency 

More than half of the dealers 
at one session indicated they hay 
written agreements on working 
conditions with their salesmen, but 
few indicated they have a quas- 


sales 


legal contract which restricts 
salesman who might leave th 


company. 

Spokesmen were heard on both 
sides of the question whether deal- 
ers should charge for their design 
service or offer layouts and de- 
signs on speculation without a fee. 

Most ardent proponent of th 
“professional fee” system was Art 
Poloquin of Horder’s, Inc., Chi- 
cago. He urged dealers not to giv 
away free design service becaus 
it is often more valuable to a client 
than the office furniture itself. He 
pointed out that furniture in an 
office is only a profit tool, and the 
right design and layout can make 
these tools much more profitable. 
That’s why, he said, the American 
Management Assn. is spending 
thousands of dollars to explore 
office productivity and _ office ef- 
ficiency. 

A purchasing agent replied that 
office furniture dealers get their 
cut for design service in the mark- 
up on products they sell, while ac- 
countants, lawyers and architects 
do not deal in products and can 
better base their business on pro- 
fessional fees. 

Another panel discussion con- 
cerned basing prices on costs, and 
allowing salesmen to know the 
costs so that they can quote real- 
istic and profitable prices. Several 
dealers commented that installa- 
tion costs on modular equipment, 
for instance, are much higher than 
on standard desk installations. 

Before the convention ended, 
dealers went on record as favoring 
more time for panels and work- 
shops at the 1962 NOFA conven- 
lion. 
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What's Your Type? 


A Denver dealer asked this question of passersby in foot-high let- 
ters to advise the public of his varied stock of typewriter type styles 


WE HAVE Ty 
E 
FOR IMMEDIATE DELIVER 











R ecognizing the fact that many 
businessmen are not aware of 
the variety of typewriter type 
styles available and suspecting 
that many would be interested in 
something other than “elite” or 
“pica” led to an unusual and suc- 
cessful window display recently at 
All Makes Typewriter Co. in 
downtown Denver, Colo. 

Paul Honour, manager, drew 
the attention of the downtown 
public by devoting an entire win- 
dow pane to the theme “What’s 
Your Type?” Ten different exam- 
ples of typewritten letterheads 
were taped to the window under a 
bold sign, saying “What’s Your 
Type?—We Have These Type 
Styles in Stock For Immediate 
Delivery—No Extra Charge.” 

Ten letterheads, in two rows, 
made up the display, showing 
large-size bulletin type, micro dia- 
mond type, senatorial, script, italic 
elite, standard elite, congress pica, 
standard pica, gothic elite and 
congress elite. 

Each sheet contained a message 
in the type being described, e.g. 
“This is a sample of the work done 





? 
STYLES INSTOC; 
¥ MO EXTRA Cuca 





on a machine equipped with elite 
type. Elite is one of the many 
beautiful type styles created for 
those people who wish to create a 
fine impression. There is no ad- 
ditional charge for any type style. 
This is one of the regular type 
stvles. The other commonly used 
type face is called pica type.” This 
message was slightly altered from 
one letterhead to another, to em- 
phasize the wide choice. 

Results were excellent, accord- 
ing to Mr. Honour, especially in 
the extremely small micro dia- 
mond type, the large bulletin va- 
riety and script. 

“The window,” he says, “gave 
us an opportunity to demonstrate 
how type sizes can be tailored to 
a specific use, while at the same 
time showing how the choice of a 
colored ribbon can add a lot of 
distinction to a letterhead. 

“We used the display during the 
holiday season. Along with gift 
sales we sold just about twice the 
normal month’s turnover of type- 
writers to customers who were at- 
tracted by a new type style and 
decided to convert.” 

































When Finger 

Office Equipment Co. 
puts its hand 

to an office 
installation, 

it leaves 

a clear set 

of ‘fingerprints;' 
from artificial 
plants to 


built-in sunshine. 


Finger Office Equipment Center 


— 


An exterior view of 
the 30,000 square 
foot Finger Office 
Equipment Center in 
Houston. 





From Four Walls to 


oe | '° save time for the business- 
man, we made ours a one- 
stop shopping center for anyone 
furnishing an office. 

This consideration has paid off 
in increased business for one Hous- 
ton firm—the Finger Office Equip- 
ment Center. It was started there 
in 1939 with “only $300 in real 
money.” 

In 1960, their sales were “over 
two million Their new 
building, recently opened at 2212 
Jefferson, cost $315,000 and houses 
30,000 square feet devoted strictly 
to the display of office furniture, 
accessories and general equipment. 

Just how far-reaching their serv- 
ice is can be seen the moment one 
enters the new building. 

Facing the door is a large rock 
garden with artificial flower ar- 
rangements. This department is in 
charge of a specialist, Leslie Van 
Stone, floral designer. The artifi- 
cial flower arrangements come 
from all parts of the world. 

“We have made a real business 
out of it,” explained Charles Ger- 
son, secretary-treasurer of the 
Finger Office Equipment Center. 
“We build all our own trees.” The 
artificial trees are specially in de- 
mand in Houston and other parts 
of Texas because of air condition- 
ing and because office girls hate 


gross.” 


the care of live plants and trees. 

“Now, we give them life-like 
looking trees with no expense of 
upkeep to them,” says Mr. Ger- 
son. “It fills a niche. It solves a 
problem for our customers and it 
is part of the entire package that 
we offer.” 

As you walk through the vast 
display, you note there are color 
charts on the walls. “We coordi- 
nate colors for our clients,” Mr. 
Gerson comments. “One of our 
people will go out and work with 
the paint contractor.” 

A little farther and you pause 
to admire the drapes. One section 
has sunlight and the other hasn't. 
You're puzzled for you've just 
come in from a dark, rainy street. 

Your host grins at the bewil- 
dered look on your face. Then he 
pulls one set of drapes aside. “We 
create the sun for those who want 
it in their office,” Mr. Gerson says, 
adding that this is done by use of 
neon tubes. 

Across the way there is a long 
line of special displays of carpet- 
ing. The angle-type of display 
shows off the floor covering to 
good effect. It is aided by light- 
ing over each display panel. “We 
show only carpeting that is applie- 
able to commercial installations, 
says Mr. Gerson. “The kind that 


MODERN STATIONER, APRIL, 196! 


can sta 
great t 
care of 
Then 
sev eral 
how th 
pet, sé 
about 
Agai 
display 
lights, 
better 
on the 
“Ar 
wante 
Gerso 
slop s 
nessiv 
way 
Qur | 
of Vo 
free | 
and 
tome 
inal 
real 
and 
char 
E 
in t 
arra 
espe 
ster 
is V 
sigi 
Fin 











rees, 

ife-like 
‘nse of 
*. Ger. 
‘Ives a 
and it 
e that 


e vast 

color 
oordi- 
” Mr. 
f our 
; with 


pause 
ection 
asn’t. 

just 
treet. 
ewil- 
en he 








Finished 


can stand the wear and tear of 
great traffic and the impersonal 
care of office cleaning.” 

Then he points to the seams on 
everal displays. “We also show 
how the seam will look on the car- 
pet, so the customer will know 
about everything.” 

Against an opposite wall is a 
display of modern art. Huge spot- 
lights, the kind that you see in 
better art galleries, focus attention 
on the paintings. 

“Art for the business office is 
wanted and needed,” explains Mr. 
Gerson. “It is all part of our one- 
stop shopping service for the busi- 
nessman. Plans are now under- 
way to enlarge this art gallery. 
Our plan is to bring in the work 
of young artists of the area, both 
free lance and student, for display 
and sale. It will give the cus- 
tomers a chance to purchase orig- 
inal art that some day may have 
real value as a collector’s item 
and it will give young artists a 
chance to sell their works.” 

Everywhere in this art gallery, 
in the wall hangings, the flower 
arrangements, the carpeting and 
especially in the furniture uphol- 
stery, the strong impact of color 
is very much in evidence. The de- 
sign and planning staff at the 
Finger Office Equipment Center is 
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Office 


A Texas City 
Office 


play, marvel 





tificial tree. 


ever alert to make businessmen 
aware of color. 
“We put in a coffee bar in a 


suburban office,’ Mr. Gerson re- 
‘alls. “And we used a strong color. 
Later, we found out that the color 
gave the employees more of a lift 
than the coffee did.” 

If you are skeptical about this, 
then listen further to Mr. Gerson. 
“Go into a _ restaurant, order 
chicken and then turn on a green 
light when the waiter puts it on 
your table. You just won't eat 
that chicken,” he says in explain- 
ing the powerful suggestion 
brought about by improper light- 
ing. “You will recall the story of 
Knute Rockne, the famous foot- 
ball coach who painted the dress- 
ing room of the visiting team a 
deep blue—to depress them. And 
it did!” 

In working out the color 
schemes for a prospective client, 
Mr. Gerson and his staff find out 
everything they can about the cli- 
ent’s background—even to what 
schools he attended. The value of 
this? Listen to what they did be- 
cause of the information they got 
about one client’s pride in_ his 
football team. 

“When we fitted out his offices, 
we did them in red and white to 
fit in with his University’s colors, 


research 
Equipment 
salesman, examine (2) office art and wall hangings on dis- 


and his wife visit Finger 
indicate (1) preferences to 


chemist 
Center to 
built-in 


at drapery department's sunlight, 


inspect (4) hide-away shelves of room divider, examine (5) 
furniture, and discuss special decorative pieces such as (6) ar- 


especially after we found out he 
had been a star football player in 
college,” says Mr. Gerson. 

The business of the client also 
gives an idea of what their color 
scheme should be. “We were doing 
offices for a man who was a 
rancher and had a_ stockyard,” 
says Mr. Gerson. “So we incor- 
porated the ranching motif, the 
use of cowhides in the upholstery 
of the furniture. Even the sides of 
the man’s desk had a number of 
branded cowhides on it.” 

Despite the fact that color is 
used strongly and recommended 
by the Finger staff, they all watch 
the use of color with great care. 

“For instance, we never use red 
in a doctor’s office, because it re- 
minds the patients of blood,” says 
Mr. Gerson. 

If budgets are limited, then the 
businessman is advised to use it on 
his reception area, rather than in 
the executive space. 

“The first impression is the last- 
ing one,” points out Mr. Gerson. 
“That first impression is what 
makes the client come back.” 

The Finger staff also advises the 
businessman to use his limited 
budget in furnishing the secretarial 
area, 

“Color we have found raises the 
morale of the secretary. It auto- 
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matically makes her more efficient, 
gives more zest to her work. She 


immediately wants to raise her 
own Jevel, its attitudes and_ her 
mental attitude to fit the beautiful 
new furniture the boss has given 
her.” 

In lieu of the conventional color 
drawing which once was given to 
a client, Mr. Gerson and his staff 
now present a unique fold-out 
presentation which gives a de- 
tailed insight into the finished job. 
On the cover is a picture that re- 
lates in some way to the client’s 
business. The reason for this is 
explained: “We try to capture the 


client’s interest in showing him 
something that reflects his in- 


terest.” 

On the inside of this cover, an 
enlargement of a finger-print—a 
thumb—is shown in black and 
white. In one corner, the words 
FINGER OFFICE EQUIP- 
MENT CENTER — HOUSTON, 
TEXAS are lettered. “That’s our 
insignia... FINGER . . . finger 
print,” he explains, 

The third page has the client’s 
name, also with a design or picture 
that will flatter him. 

Then the presentation flips open 
in four directions. One side has 
the floor space and the scale show- 
ing arrangement of all items of fur- 
niture. In making this plan, the 
staff gives thought to even the 
minutest detail and_ especially 
those factors that will make for 
greater efficiency. 

“In one office we noticed that 
the posting machine made more 
noise than anything else in that 
office, so we put it in the back of 
the office where it would not dis- 
turb anyone. That’s what we try 
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to do always, plan the office with 

an understanding of their flow of 

work, the lighting, etc.,” says Mr. 

Gerson. 

The next display for the client’s 
attention shows the fabric sam- 
ples of the drapes, the carpets, the 
top grain leather that goes around 
the conference chairs, the combi- 
nation upholstery in the general 
office chairs and the upholstery 
for the furniture in the office man- 
ager’s office. 

A second flip shows pictures in 
black and white and colors of all 
the items specified in the preced- 
ing charts. 

There is no fee charged for this 
presentation. 

The reason for this is that it 
helps definitely in merchandising. 
“Anyone interested these days in 
selling merchandise must be aware 
of the fact that he has to present 
it in the most colorful manner that 
he can, with the least trouble to 
the client,” says Mr. Gerson. 
“Otherwise he will be losing cus- 
tomers and not knowing why.” 

Soft music which plays all day 
usually accompanies the showing 
of the presentation in the design 
and planning section of the Finger 
Office Equipment Center. 

This presentation is a_ very 
strong factor in customer motiva- 
tion. It includes the following ele- 
ments, which Gerson believes are 
very important for dealers to be 
much aware of. 

1. DESIGN. It must have eye 
appeal. “Your customer must 
be attracted to it. Then he 
can like it.” 

2. FACILITY. “Know your busi- 
ness well enough to choose the 
right equipment that will do the 


job right for your customer.” 

3. QUALITY.“You must justify 
the money your client is spend. 
ing. Tell your customer who 
manufactured the furniture, 
how long it will serve him and 
all the other facts that will im- 
press him with the quality he is 
getting and the service he will 
get.” 

t. PRICE. “Price of quality 
merchandise will not be a fae- 
tor if you will break it down 
for your client over a_ period 
of ten years. You say to him 
‘Doesn't it pay you to spend 
only a dollar a day to sit ina 
beautiful office?’ “Another 
evaluation,” adds Mr. Green, 
“is to break down his equip- 
ment expenditure by what he 
pays per square foot for office 
space.” Even the man’s secre- 
tary and what he pays her per 
vear can act as a good convine- 
ing sales argument here. “Say 
you pay your secretary $3600 
a year. Some days she talks 
back to you. Some days she 
will not come in to work. This 
furniture will perform for you 
every day in the week, every 
week in the year, and_ never 
talk back to you, never be ill, 
and never leave you. 

5. PERSONNEL. “That’s the key 
to our business — our person- 
nel,” Mr. Gerson. “And 
that’s the important thing al- 
ways. You need not sell office 
furniture if you can sell your- 
self to your customer.” 
This kind of selling is best done 

by a highly skilled staff of artists, 

decorators and architectural ma- 
jors who are now in Finger’s de- 
sign and planning department, and 


Says 
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by the company’s salesmen, who 
work both inside and outside the 
store. 

These salesmen are trained at 
the Finger Office Equipment Cen- 
te. “We like to get young men 
who are new to our business and 
start them on our sales floor with 
a salary. All we ask is that they 
be alert, enthusiastic, industrious 
and ambitious,” explains Mr. 
Gerson. “Ninety days later, they 
“ on a commission basis with a 
drawing account.” 

In between, these new salesmen 
are given a special sales training 
course that lasts 830 minutes every 
morning and on every alternate 
Saturday morning. This is sup- 
plemented with visits by repre- 
sentatives of various factories. In 
addition to the factory experts, 
industrial designers, architects and 
others are brought in to tell the 
salesmen what they would like to 
see in business offices. 

Later on, local bankers and 
members of investment firms are 
brought in to speak on long range 
investments, to show the sales- 
men how to add to their own se- 
curity. The reason for this? Mr. 
answered quickly: “A 
hungry salesman is not a good 
salesman, in my opinion.” 

To “inspire” more sales, the 
firm has put into effect a partici- 
pelion plan in gross profits for 
the salesmen. “The salesman 
takes home a percentage of our 
gross profits,” Mr. Gerson. 
“Our salesmen earn 71 to 8 per- 
cent of overall sales.” 

Aiding the salesmen is the de- 
sign and planning department, 
completely subsidized by man- 
agement and is at the disposal of 


Gerson 





Says 
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all salesmen. Use of 
the design and plan- 
ning department in- 
creases sales 30 to 40 
percent. “That is 
general, the moment 
the design and plan- 
ning department en- 
ters the picture, the 
unit sale will in- 
crease 30 to 40° per- 
cent,” says Mr. 
Gerson. 

The design and planning depart- 
ment has as its manager, Jim Ber- 
ry, A.L.D.; Miss Kay Morgan, 
graduate, Texas Women’s Univer- 
sity: Jim Donahue, Bachelor of 
Arts Degree from Drake Univer- 
sity, the Chicago Academy of fine 
Arts and the Art Institute in Chi- 
cago; Mickey Ghormley, Graduate 
of the University of Texas, where 
he majored in architecture; and 
Collier Brockaway, who graduated 
the Chicago Institute of Art. 

A full time architect, a woman, 
is expected to be added to the 
staff just as soon as a few minor 
details are ironed out. 

“This will enable us to offer 
help in construction problems,” 
Mr. Gerson explains. “And it is, 
of course, another step in our ef- 
fort to make this a one-stop shop- 
ping center for the busy business- 
man.” 

Right now, the complete pack- 
age that the Finger Office Equip- 
ment Center offers includes stat- 
uary, pictures, lights and ashtrays 
with the furniture, floor coverings 
and wall drapes. 

The future is bright for the of- 
fice equipment dealer, Mr. Gerson 
believes, citing not only his own 
firm’s strong and steady growth, 


The customer gone, Charles Gerson, secretary-treasurer 
of Finger Office Equipment Center. goes over the 
salesman's suggestions and the customers preferences 
with Miss Kay Morgan (1), member of the design 


staff. Then he discusses arrangements and floor 
plan (2) with Jim Berry, A.I.D., in charge of design 
department. Fabrics are selected (3) by Miss Morgan 


wo also checks fabrics with spacial decorative pieces 
(4). Suggested carpeting is sclected (5) from special 
displays by other staff mombers who also propos? 
art or wall hangings. 





Miss Morgan holds completed fold-out presentation, 
ready for the prospect. 
floor plan, the types of fabrics to be used, pictures 
of the furniture and colors to be used. 


lt opens up to show the 


but also the fact that people have 
finally become aware that the of- 
fice is really a home away from 
home. “It can be just as attrac- 
tive as their home is.” 

This fact has enabled Gerson 
to sell many businessmen on es- 
tablishing a second office in their 
own homes. This is mainly for 
the man who wants to take it 
easier as he grows older or has 
some ailment or disability. 

“Once the wife sees the beauti- 
ful color and decor of modern 
furniture she is more anxious than 
the husband to have his office at 
home,” says Mr. Gerson. “Then 
there are tax advantages to hav- 
ing a second office at home.” 

Here, Mr. Gerson pays tribute 
to modern manufacturers of of- 
fice furniture. 

“They are riding a wonderful 
crest,” he “This, because 
they employ designers who work 
with new materials and new plas- 
tics, and they have become very 
conscious of having trained per- 
sonnel out in the field to help 
close contracts for the dealers.” 

All that’s needed now, he feels, 
is a campaign to disturb the con- 
sumer into buying the newest of- 
fice furniture the way he buys new 
appliances and motor cars. 


says. 
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Mother's Day, Father's Day 
Promotions Announced 

Committees to promote the observance 
of Mother’s Day, May 14, and Father's 
Day, June 18, are offering display mater- 
ial and advertising mats to retailers. 

The National Committee on the Ob- 
servance of Mother’s Day, 129 West 30th 
St., New York 1, N.Y., offers a 27-piece 
kit of posters, display cards, streamers, 
pennants and badges for $9.95. 

Because of the six week selling gap be- 
tween Easter (April 2) and Mother’s Day, 
retailers are urged to start their pro- 
motions four weeks before Mother’s Day. 
The event is described as second only to 
Christmas in its promotional and selling 
opportunities. 









books, 
eras and smoking accessories are among the 
items suggested for promotion by the 
Father’ Day Council, Inc., 50 East 42nd 
St., New York 17, N.Y. The Council 
has offered the following timetable for 
Father’s Day promotions 

April 1 — Examine displays, mats, etc., 
available through Father’s Day Council. 

April 10 — Start 
department heads. 


Stationery, leather goods, cam- 


store meetings with 


April 16 — Start preparing and organi- 
zing promotions. Organize city-wide co- 


operative publicity programs. 


April 17 — Order windows and _ inter- 
iors. 

April 18 — Begin preparing store ad- 
vertising and _ publicity. 

May 25 — National curtain-raising day 


for Father’s Day publicity, also date of 
“Father-of-the-Year” luncheon at Waldorf- 
Astoria. 


June 1 — Start Father’s Day adverti- 
sing. 
June 5 — Start Father’s Day windows. 
June 18 — Father’s Day. 
38 
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PRESSTIME NEWS . 


Office machine dealers in the Norfolk, Va., area have organized a local associa- 
tion affiliated with the National Office Machine Dealers Assn. Officers of the 


group, to be known as the Hampton Roads OMDA, include A. C. Simms, presi- ; 


dent; JoserpH Srone, vice president; and ArmManp Tayvor, secretary-treasurer. 
* * * * 


Mrs. L. F 
fold business forms industry, has been named executive director of the Business 
Forms Institute with national headquarters in Greenwich, Conn. Lester J. Jony- 
son of Atlantic Register Co. has been re-elected president of the group; Garner 
Dunker.ey, Jr., of Ennis Business Forms, first vice president; THomas A. Taytor 
of Schwabacher-Frey Co 


cludes T 


, second vice president The executive committee also in- 


S. Duncanson of Moore Business Forms, Inc. 


* . * * 


Wituiam W. Goss, formerly vice president, has been appointed president and 
treasurer of Shaw & Borden Co. of Spokane, Wash. Haroip T. Noster, treasurer, 
was promoted to vice president executive 
The appointments were announced by Mark M. Giuu of Portland, 
Ore., chairman of the board. 


JonaTHan K. Epwakrps was elected 


vice president 


* * * . 


Remington Rand Dwision of Sperry Rand Corp. recently made big news by 
announcing it had decided against switching production of standard typewriters 
from its Elmira, N.Y., plant to the company’s manufacturing facilities abroad. 
Last September the company said it would make such a transfer because of foreign 
competition and a decline in domestic demand for standard typewriters. The new 


plan is to cut production costs in the Elmira plant 


* * * + 


New owners, DupLey Cutp and Birt Tanner, have taken over the 42-year-old 
Oklahoma firm of Fort Smith Office Supply, founded by 
who operated it until his recent death. 


the late Louts Couen, 


* * * * 


Winners in a Wilson Jones Co the Western NSOEA show 
have been announced. The idea was to estimate how many nylon posts in a large 
glass bowl and first prize of $100 went to H. Gotpnanmer of Mile High Office 
Supply Co., Denver. He guessed 4,632, only five off the actual number of 4,627. 
Second prize of #50 went to Britt Goonso. of Valley Office Supply Co., Bakers- 
field, Calif., for a guess of 4,580. Third place and $25 went to Russen. BucHanan 
of Wickle’s Stationery Store, Phoenix 


guessing contest al 


* * * * 


Venus Pen and Pencil Corp. is celebrating its 100th anniversary this year by 
participating in a recent National Antiques Show 
by distributing 


at Madison Square Garden and 
a million pencils to aid adult literacy activities in a number of 
Africa. The 1861 as the 


regions in 
Pencil Co. 


company was founded in American Lead 


* * > * 


Industry deaths—Josern W. Perrincer, owner of the Pittinger Typewriter Co. 
in Seattle who opened the city’s first typewriter repair shop in 1910, died Feb. 28 
at the age of 76 Winiiam P. Reinuaxpt, secretary of A 
Philadelphia, died Feb. 21 


started with the company as an office boy 58 years ago 


Pomerantz & Co., 
He was 71 and the oldest employee of the firm, having 
. Avex CLarKe Cur- 
PEPPER, One-time owner who never missed a day’s work in more than a half-century 
with E. H. Clarke & Brother, Memphis office supply firm, died in February at the 
age of 74... . Rirorp Turt.e, 75, proprietor of the Tuttle Stationery Co., Rutland, 
Vt., died in February . Harry E. Van Newkirk, 52, operator of Van's Type- 
writer and Adding Machine Repair Service in Denver, died recently. 
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You profit 4 ways: 


1, Modern merchandising package eases 
self-selection and speeds turnover. 

2. Dust-free poly-pack enhances color bril- 
liance . . . multiplies sales appeal. 

3. Popular 25c price for 10-foot fold of 
flame-proof crepe increases unit of sale... 
boosts profit potential. 

4. Displayed on the new Dennison rack or 
your own display unit, it assures more 
volume per square foot. 


Dennison 


Helping you compeie more effectively 
FRAMINGHAM, MASSACHUSETTS 
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SPECIAL 
FREE GOODS OFFER 
INCLUDES RACK 







This special, new rack displays 
a large, bright array of exciting 
Dennison colors. Rotating arm 
speeds self selection. Order 14 
dozen folds and the $11.75 rack 
and Dennison will bill you for 
only 10 dozen folds plus the 
rack ... you get 4 dozen folds 
FREE... the equivalent of the 
rack cost and more! 















ASK YOUR 
DENNISON SALESMAN 
ABOUT DEAL NO. 590 

TODAY 




















Equipto Book Shelving is easy to sell—a 
point by point comparison with any other 
brand will convince your customers of its 
superior features. 


Here is one of the finest steel products to 
join the Equipto line—a new concept in book 
shelving. Studio designed and competitively 
priced. Equipto Book Shelving stock sizes 
are 9” and 12” depth. Heights are 42”, 84” 
and 90”. Width 36”. Don’t hesitate to get 
the complete story on Equipto Book Shelv- 
ing. Send for descriptive folder No. 487-S 
TODAY! 


Sold only thru you the Dealer — never direct. 





guiplo 





Equiple 
Shelving 











The 42"' high unit shown 
above is ideal for home or 
office use. Cornice top 
makes perfect working sur- 
face or as counter top. 





All shelves are completely 
adjustable from front of 
unit. Shelves slide in, seat 
themselves, stay put. 








620 Prairie Avenue 
Aurora, Illinois 


---for more details circle 127 on last page 
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Canadian Guild Names 


New General Manager 

Jack Cloke, president of the Stationg, 
and Office Equipment Guild of Cana 
Inc., following a recent board meeting, g. 


nounced two executive management ap. 
pointments. 

Harvey G. Barrier was named genen 
manager of the Guild, succeeding Fred R 
Smart who now occupies the post of q. 
ecutive secretary. 

Mr. Barrier, 34, is a bilingual charterg 
accountant in Toronto, who was born j 
Montreal and attended McGill University 
He has extensive experience in a counting 
and office management through previoys 
business connections. 





Barrier Smart 


Mr. Smart has served the Guild since 
its inception more than 27 years ago. He 
has been responsible for much of its growth 
from a small group of trade executives to 
its present large and active organization 
comprising stationer and business equip- 
ment dealers, wholesalers, manufacturers 
and executive personnel across Canada. In 
his new capacity, his knowledge of associa- 
tion and industry affairs will be used in 
a more specialized manner. 

The changes are co-incident with plans 
by the Guild to step up its industry rep- 
resentation and expansion program. Ex- 
ecutive members of the Guild in addition 
to Jack Cloke of Hamilton are Jean Ayotte 
of Three Rivers and Ross C. Imrie of 


Toronto, vice presidents. 


Chicago Furniture Firms 
Merged in Purchase 
The five-year-old Chicago firm of Riha, 
Petersen & Vail, Inc., has announced its 
purchase of the Office Equipment Com- 
pany of Chicago. The merger date was 
effective Feb. 1. 
Negotiations were completed by Harlow 
Mace, president of the Office Equipment 
Co., 201 W. Monroe St., and Raymond 
R. Riha, Gerard R. Petersen and James 
M. Vail, partners in the firm of Riha, 
Petersen & Vail, Inc., 124 W. Lake St. 
The new management will retain the 
35-year-old name of the Office Equipment 
Co. for the combined operation. They 
will also continue to offer the same set- 
vices in the Chicago area — a design 
division specializing in office interiors and 
headed by Ted Slack, a display room 
featuring the latest in office equipment, 
carpets, draperies, furniture and acces- 
sories, and a sales organization. Many 
distinctive furniture lines will be retained, 
including the Stow and Davis furniture 
franchise. Also retained will be the charter 


(Continued on page 42) 
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FOR GRADUATION!” 
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Only Merriam is running such a terrific- advertising 
campaign to sell your customers on the idea of giving 
adictionary at this important gift season. 

This Merriam-Webster provides all the information a 
student needs in high school, college, or in that impor- 
tant first job. Other “Websters” do not even include the 
scientific names for plants and animals — or the rules 








for spelling and punctuation — both so essential in 
school and business. 

Build a prominent display of Webster’s New Collegi- 
ate Dictionary in its bright-red jacket to remind your 
customers of this ideal graduation gift. There is nothing 
like it for turnover, for dollars of profit. ©G. & C. 
Merriam Co., Springfield 2, Massachusetts. 


CONCENTRATE ON 


MERRIAM -WEBSTER 
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AND DISCOVER THE DIFFERENCE IN PROFITS 
--- for more details circle 148 on last page 










ae sClLeC THON 
Pee ee PROTECTION 


Series T-200 (9 models) Series 70 (8 models 


17 BURROUGHS CHECKWRITERS TO CHOOSE FROM 


There’s a checkwriter for everyone in this fast-selling line. Price? 
The widest choice. Features? Widest choice, too—from the solid 
efficiency of the series 7O for voucher type or regular checks to 
the maximum control, protection and economy of the series 200. 
On top of that, Burroughs quality throughout, a warranty to 
cover customer operation losses. For complete details fill in the 
coupon below and send it to Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. Burroughs—TM 


Burroughs Corporation 





reeaeoe-_—-eae—s=k.= nae ee ee ee ee ee ee ee ee ee ee ee ee oe ee eS ee ee ee ee ee ee ee | 
| Fill in and 
| mail today to DEALER SALES DEPARTMENT, MS-24 
BURROUGHS CORPORATION, DETROIT 32, MICHIGAN | 
| Gentiemen, tell me more about Burroughs checkwriters. | 
| Name — 7 
l rn. Firm iastjit | 
| 
| The Sign of Address = | 
an Outstanding | 

| Dealer City Zone State 


---for more details circle 118 on last page 
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{Continued from page 40 


membership of the the Office Equipme 
Co. in the Executive Furniture Guild y 
America. 

Office Equipment Co. will remain , 
its present location until late spring whe 
it is expected that remodeling of 4 
30,000 square feet of space at the Lg 
Street location will be completed. The: 
all departments of the new organizatig 
will be concentrated in one conveniey 
location. 

Plans are to expand current  seryicg 
even further in the next three or fo, 
years, increasing the sales staff from 9 
to 30. Anticipated sales volume for 19) 
|is $3 million. 


Industry's Credit Men 
| To Meet May 10 in Dallas 


| 
| 


The 34th annual Credit Conference ¢ 
the Stationery, Office Furniture, Schod 
Supplies and Allied Industries will be he 
at the Statler Hilton Hotel in Dallas, Te. 
as, May 10 through 12. The conferene 
|serves to develop, crystallize and express 


|industry opinion in credit and _ collectioy 
| 


matters, according to an announcement 
by J. P. Templeton, secretary of Joseph 
Dixon Crucible Co. 

| Manufacturers and suppliers are invited 
| to have their credit representatives pres- 
jent. Speakers of national reputation wil 
\dinnuss problems of timely interest, and 
| opportunity will be afforded for the ex- 
| change of opinions with fellow credit ex- 
| ecutives. 

National chairman for the conference 
|}is Willis F. Riley of Ennis Business Forms 


|Ine., Ennis, Texas. 


| Officers Announced 
By Board of Trade 

A list of 1961 officers and trustees was 
released by the Stationers and Publishers 
Board of Trade following an annual elec- 
tion meeting in New York early this year. 
The group is an association of manv- 
facturers in related industries, organized 
for the protection of credit, and to pro- 
mote and serve the mutual interests of 
|members and their customers. 

The 1961 president is William Rossway, 
J. Wiss & Sons Co.; first vice president, 
G. Fred Griffiths, Jr., Noesting Pin Ticket 
Co.; second vice president, B. E. Van 
Dyke, Esterbrook Pen Co.; executive vice 
| president and secretary-treasurer, Edward 
|O. Kallman; assistant secretary, Mary 
| Tollock; assistant treasurer, C. Harwood 
Parker. 
| Trustees include Elliott F. Abbott, Car- 
|} ter’s Ink Co.; Thomas E. Bridges, Jr., 
|S. P. Richards Paper Co.; John Dawson, 
egress Blank Book; Seymour Friedman, 
| Art Steel; Fred E. Gillen, Eastern Tab- 
llet; Ruth A. Gillice, Rockwell-Barnes; 
Glenn N. Jolly, Gibson Greeting Cards; 
| Charles A. Long, Permacel; Paul F. Mil 
| ler, Oxford Filing; P. Morris Ness, Wilson 
| Jones; Melvin F. Ogram, General Fire 
proofing; Delbert G. Patterson, Yawman 
|& Erbe; C. A. Roach, Scripto; Russell L. 
Singer, Koh-I-Noor; Kenneth V. Smith, 
Eberhard Faber; Joseph M. Tatem, Coos’ 
Inc.; Joseph P. Templeton, Dixon. 
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OXFORD scholars earn more dollars 


Rotten poetry. But an arresting fact—filing supply 
dealer salesmen who attend Oxford’s Dealer Train- 
ing School do graduate to greater profits. 

Oxford started the training program in 1957 to 
help dealers stay abreast of changes in office opera- 
tion and records management. The first classes in 
New York were an immediate hit, and in 1959 the 
school expanded to Chicago and Los Angeles. All 
three locations now offer twice yearly programs plus 
less formal training meetings on a virtual daily basis. 

But training is not restricted to dealers; each 
school is fully equipped and staffed to function as a 
“filing ideas center” for dealer’s prospects. Dealers 


are encouraged to bring customers to the center for 
expert help with problems. 

To complete the Oxford school system, regional 
dealer workshops are conducted on a regular basis 
all over the country. These workshops give dealers 
coast to coast an opportunity to see “what’s new” 
in brief but comprehensive meetings. 

To date 2,315 dealer salesmen have earned the 
diploma signifying completion of the Dealer Train- 
ing School course—and moved on to greater profits. 
Have you? If you’re interested in attending these 
free courses (or would like to get expert advice for 
your customers) just fill out the coupon. 


Oxford Filing Supply Co., Inc., Garden City, New York 
In Toronto, Luckett Distributors, Ltd. 


ford 


FIRST NAME 
IN FILING 


i 
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NAME 


FIRM 


STREET. 


OXFORD FILING SUPPLY CO., INC. 
6-4 Clinton Road, Garden City, N. Y. 


Please send free information on Oxford Dealer Training School. 











STATE 


ZONE 
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MEWS . wl 
Soulby Named Officer 
Of Skagseth-Bryant, Inc. 
Skagseth-Bryant, Inc., one of the lar- 
Miami, Fla., 
has announced the appointment of one of 
its stockholders, Ralph T 
president. 
A former 


school and college 


gest office supply houses in 


. Soulby, as vice 
Miamian who attended high 
in Florida, Mr. Soulby 
has devoted most of his professional life 
to sales and marketing in the stationery 
field His most recent 

White and Wyckoff. 
Earlier he worked 12 years for Eberhard 
Pencil Co. Over the 


has appeared at many industry gatherings 


and office supply 
position was with 


Faber years, lie 


as a speaker on sales methods and _ train- 
ing. 


Storch Tepper Announces 
New Promotion Program 

In what may be the first such program 
instituted by a manufacturers 
furniture accounts, 


New York 


ever rep- 


resentative for office 
Storch Associates of 
have appointed Rick Marrus Associates, 


$32 Park Ave. So., New York, as 


exclusive advertising and sales promotion 


Tepper 
their 
agency. 


“Mr 


sible ag 


Marrus will personally be 
Arnold Storch, 


nating Storch Tepper 


resp i- 


says “for coordi- 
Associates sales ad- 
vertising and publicity programs in a con- 
centrated mail campaign directly to the 
dealers we serve. News items, announce- 
ments and sales information, in the form 
of monthly bulletins, will go regularly to 


all dealers.” 


Nae-10003 for Your 
Profit Line! 


Apsco 


Apsco “2100” STAPLER 

New stream-lined Stapler is a real sales 
leader! Takes a 210 strip of staples, and is 
top-loading. Jamming absolutely eliminated. 
Case-hardened anvil for stapling, pinning or 
tacking. All-steel body with beautiful cast 
aluminum frame. Can be used as a plier as 
well as stapler. 


Apsco 3-Hole PUNCH 

Model 330 in the 3-hole Punch and model 
220 in the 2-hole Punch are leading the 
field in dependability, precision punching, 
and long service life. Most offices specify 
both models. These Punches are truly repre- 
sentative of the high-quality Apsco line. 
Perfect for store displays. 


Apsco “CHICAGO” PENCIL SHARPENER 
The world’s finest economy pencil sharpener, 
priced to sell in volume to offices, schools 
and institutions. The CHICAGO features 
the exclusive new Apsco #145 base with 
integrally-cast ring gear, positive point stop, 
and long-life replaceable cutterhead. A real 
sales leader. 


Apsco “Pincher Type”” STAPLE REMOVER 

Made in Rockford, Illinois, this All-Ameri- 
can beauty is a must for offices, homes, and 

schools. This Staple Remover is an all-steel, 
precision instrument, featuring case-hard- 
ened jaws which are honed for precise oper- 
ation. You can even sell these in quantity 

as premium items. 


Specify Apsco products for YOUR stores — 
there are none better! Write for complete 
Apsco catalog, free on request. 


APSCO PRODUCTS, INC. 
P.O. Box 840, Beverly Hills, California 


Dept. 22-4 


---for more details circle 110 on last page 


Gift Show Schedule 
For Summer Announced 

A calendar of summer show dates j, 
gift and accessory buyers has been » 
nounced. 

The shows are directed by [ij 
Brothers Shows Inc., George Little Mw. 
Inc., or the Eastern Manufy. 
turers & Importers Exhibit ine, ig 
William E. Little as managing directg 

The annual New York Stationery §& 
is scheduled May 14-19 at the Hotel 
Yorker. The dates and locations of 
shows follow. 

New York China & Glass Show, 
11-16, Hotel New Yorker. 

New York Lamp & Home Furnij 
Accessories Show, July 9-14, Hotel 
Yorker & Trade Show Building. 

Washington Gift Show, July 23-26, 
tel Willard, Washington, D.C. 

Chicago Gift Show, July 30-Augusf 
LaSalle Hotel & Palmer House. 

New York Gift Show, August 
Hotel New Yorker and Trade Show 
ing. 

Boston Gift Show, Sept. 3-7, Hotel 
ler and First Corps Cadet Armory. @ 

Philadelphia Gift Show, Sept. 24-27, 
Franklin. 

Inquiries regarding these shows shoul 
be addressed to 220 Fifth Ave., New Yor 
i, me 


agement 


tel Benjamin 


Philadelphia Stationers 
Re-elect Pinkerton 
Jack H. Pinkerton, 


re-elected president of the 


Hoskins Co., was 
Philadelphia 
Assn. for the year 1961. 
Other officers for the current year ae 
William Binnig, H. T. White Co., fist 
president; Al Commercial 
Office Supply Co., second vice president 
Bruce Campbell, Ace Fastener Corp., thin 
vice president; and Joseph Mack, Hoskins 
Co., secretary-treasurer. Members of the 
1961 executive committee include Charl 
W. Lukens, Irving A. Roth, Charles New 
comet, Robert Shitesel, Paul Steever, Be 


William G. Hintz and 


Stationers 


vice Satmary, 


ward Eisenstein, 
Richard Yeo. 
Discussion subjects for the groups 
monthly meeting in February were to iF 
clude accounting methods for dealer us 
employee relations, sales promotion, and 
purchase and inventory records. 


Wood Office Furniture 

Sales Set Record in 1960 

The Wood Office Furniture Institute 
estimates that total sales of wood office 
furniture in 1960 amounted to $85.5 mil- 
The estimate is based on sales 
from its own member manufac 


lion. 
figures 
turers, 

Statistics indicate sales by WOFI manu- 
1960 bettered by 8 percent 
or more the total sales for any of the 
preceding four years. The sales total for 
last year was 8.3 percent above 1959s, 
29.9 above 1958’s, 19.7 percent 
above 1957’s and 10.8 percent above that 
for 1956. 

Classifying the figures into desk and 
chair that 1960 wood desk 
sales increased 8.6 percent over the pre 
vious year, while wood chair sales showed 


facturers in 


percent 


sales shows 


a 7.5 percent gain for the same period. 
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Miracle stix wipe dirty keys No messy brushes or putty! Britetype Stix clean type 
clean without soiling hands. quick and easy, bright as new. Package of 10 only 98¢.* 
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I - een E ra F le 
er PERRY-SHERWOOD CORP.., 257 Park Ave. So., N. Y. 10 N. Y., Dept. 7 
of the q (0 Please send me free demonstration samples. 

19508 _ (C0 Iam interested in a PERFAX Thermographic Paper Franchise. 
WOT 5, 
percent OE ee ee 
ve that 
Company — : ee 

sk and | 7 FOR Address 

d desk / FREE ; . 

he pre- 2 SAMPLES ——_—— Zone___State 


owed I ee RR RN 


riod. 


Now corrections in half the time with every letter “letter 


Magic slips of paper correct 
perfect.” Double-size pack, 308 square inches, only $1.98.* 


typed mistakes without erasing. 


* suggested retail 


- for more details circ'e 155 on last page 
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| St. Paul Book & Stationer 
pues Me , 


Featured in Newspaper 
St. Paul Book & Stationery Co., believed to be the dest dis 


Mie tributor of any type of merchandise in Minnesota, was featyy 


in a recent Sunday issue of the St. Paul Pioneer Press 


E. E. Engelbert, Sr., who heads the operation, is quoted , 
Bye Ni E Ws N A Ss c oO Ni saying, “We're not old and stuffy, doggone it. We're new a 
; pioneering . . . constantly on the alert for new ideas and the 

COLOR STYLING applications.” 
The business was founded in 1851 by D. D. Merrill 
came from the East to sell wrapping papers, cordage, ink, peg 
pencils, wriling paper, books and “Yankee notions” to the trader 
and townsfolk of the territorial community on the banks 


the Mississippi. The company has occupied the same locati 
with considerable expansion, since 1907. 

Four major divisions offer goods for school, home, office a 
church. About 40 percent of the company’s activity is in th 
educational field where “we provide virtually everything by 
the teacher.” Home and office lines account for about 25 per. 
cent each and the church division accounts for the remaining 
10 percent. 

“Most of the new things have come through the young me 
in our organization.” Mr. Engelbert says. “Anybody who has 
an idea is welcome. We hash it over and see if it fits.” Since 
1945 his son, Gene, has been in charge of developing new lines 
It was the younger Engelbert who first’ suggested ordering ; 
whole carload of office furniture in color, a now common practice 
which the father recalls he first considered “nonsense.” 

St. Paul Book & Stationery employs about 140 persons, in- 
cluding part time help 


Underwood Outlines 
New Marketing Policy 

The broad scope of the Underwood line demands a mud 
larger network of qualified agents than ever before, according 
to a letter sent out recently by Guido Lorenzotti, executive vice 
president of Underwood Corp., 1 Park Ave., New York 16, NJ 

The letter notes that much supposition has been going o 
during the past months “while we were organizing ourselves 
our activiies and our products,” following the company’s ac 
quisition by Olivetti of Italy. “Our answer is in the line of 
office machines we offer today,” he writes. “It is the most com- 
prehensive line available from a single source.” 

The products will be distributed by Underwood branch of- 


fices and by exclusive sales agencies. Concerning agents, Mr 
; g 





Lorenzotti says many desirable territories remain to be covered, 
and all conditions are designed to assure a_ highly favorable 
climate for steady, profitable growth. 

Electric and standard typewriters, electric adding machines 





and caleulators are offered to agents on an exclusive basis. The 
line of accounting machines will be offered to qualified agents 


under special agreement. Portables and supplies are available 
TO SPARK SALES WITH ona 


non-exclusive basis. 


“TEL-ADDRESS’ASSORTMENT Pisa gosaiaena company’s new agency contract will be 
IN EXOTIC LACQUER RED . 


, mee hio Store Honor 
Eaton’s talented styling introduces opulent color to create new Ohio Store Honored 


On 75th Anniversary 


Nascon lel-Address sales for you. The luxurious polished Everybody’s Office Outfitters, Inc., of Dayton, Ohio, recent- 
red Kidskin finish covers are richly stamped with gold and | ly received a bronze plaque from the Dayton Area Chamber 
black. Gold Wire-O binding accents the smart cover styling, of Commerce in recognition of the company’s 75th anniversary. 
assures a flat opening and level writing surface on every page. At the presentation, Horace F. Bieser, president and manager, 
ra L: Red A t t stainine 16 recalled many changes which had taken place in the business 
eee ee are» <s pees ” A | since it was purchased in 1906 by his father, Charles W. Bieser 
: aye yn ; a oe pn 34." . . ~ , 
Purse size (3%" x 2%") and 12 Desk size (6%° x 3%) | It was known then as Everybody’s Book Store, a name which 
“Tel-Address” Books is an exciting, year-round impulse | was changed to the present one in 1931. 
sales-producer. Dramatic lacquer-black counter merchandiser Books and magazines were eliminated over the years ani 
. . . new departments introduced to sell fountain pens, gift and art 
supplied at no charge with each Assortment . .. put it to work 


" : items, office supplies and furniture. In 1912 the store suffered 
in your store now. Retail value: $40.50. severe fire damage and reconstruction was completed on the 


eve of a disastrous 1913 flood. Mud and debris from an eight- 
Ef Mascon ° foot inundation were removed in ten days and the restocked store 
AGLANCE- Nasscom “At- A-Glance™| e : % . 
Products was open for business again. 
The company’s office equipment services have been used by 


many financial institutions, manufacturing firms, hospitals, and 
business and professional offices in Dayton and the Miami Valley. 








Nascon Products Division, Eaton Paper Corporation, Pittsfield, Mass. 
Showroom: New York, 475 Fifth Avenue 


--- for more details circle 124 on last page 
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You Can Graduate to Underwood Portables 





From junior high through college and grad- 
uate school, students are your best pros- 
pects for portable typewriters. They—and 
their parents —want quality construction 
and quality features. That’s why dealers 
who feature the lightweight, remarkably 
complete Underwood-Olivetti Lettera 22 
and the Underwood-Olivetti ‘“‘compact 
standard” Studio 44 get a large—and a 
profitable—share of this rich portable 
market. (Underwood portable dealers en- 
joy full-profit opportunities on every sale.) 


There’s still time before June graduation for 
qualified retailers to become Underwood 
dealers. For details, write or telephone to 
Portable Division, Underwood Corporation, 
One Park Avenue, New York 16, New York 
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PORTABLE 
LIQUID 
DUPLICATOR 


Muti 


LIQUID 


SUPPLIES 


Here’s a spirit process duplicator that’s easy to sell 
with a simple demonstration to: 


CLUBS CHURCHES 
TEACHERS BUSINESSES 


It’s portable (comes in its own carrying case) and 
quality built for years of trouble free operation. 


e NO GELATINS e NO STENCILS e NO INK 


Letter Size Only $3750 Legal Size Only $4450 
Including Supplies 

MASTER LIQUID DUPLICATOR SUPPLIES are a steady 

source of repeat business month after month .. . 

keep customers coming back to your store. 


| NATIONALLY ADVERTISED IN LEAD- | 
| ING OFFICE, CHURCH, SCHOOL | 
1 AND FRATERNAL PUBLICATIONS | 
oe 
@ ATTRACTIVE DEALER DISCOUNTS 
WRITE TODAY FOR COMPLETE INFORMATION 


“Wuily Alldbiti 


COMPANY 


6500 MS West Lake Street Mi polis 26, Mi ta 





DUPLICATOR 
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OEMI Exhibit Scheduled 
In New York April 17-21 

More than 60 leading manufacturers of business machin 
equipment and related supplies are completing plans for the fix 
presentation of The Business Equipment Exposition in the Ne 
York market area, at the New York Coliseum April 17-21, 


The industry-sponsored exposition will provide bus 


ness may 


agement executives in New York, as well as from all! over 4, 


Get ahead 


you oppo 


the world 








country an opportunity to see the latest developments and _ pre 
ress of the business equipment industry. Conducting the sho 
is Office Equipment Manufacturers Exhibits, Inc., a subsidiary g 
the Office Equipment Manufacturers Institute. Two full floor which git 
of the Coliseum will be used to show a variety of new product 
from typewriters to electronic data processing equipment. 
During the five-day run of the exposition, an invited aud. 
ence of about 60,000 is expected to tour the display areas froy 
the 1 p.m. daily opening to the nightly closing at 10 pm 
The New York event is one in a series of shows by OEMI, fy. 
lowing exhibits in Washington and Los Angeles. Dealers wish. 
ing to attend may get further information from Office Equip. 
ment Manufacturers Exhibits, Inc., 777 14th St. N.W., Washing. 


text, pen 


"addo-x 


ddd 


ton 5, D.C. More than 30 of the 60 some exhibitors distribute their 
products through independent dealers. 





FOR DEALER USE—Newly designed showroom for its Techniplan 
and Echelon furniture has been opened by Globe-Wernicke on 
eighth floor of the Daily News Building at 220 East 42nd St., New 
York, for use by furniture dealers, designers, decorators and the 
interested public. Furniture is shown in color-coordinated settings, 
amid glass panels and walnut louvers. Maurice Stierer, Jr., G-W's 
New York branch manager, said the design and decor were created 
by Designs for Business, Inc., of New York. 
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NEWS ... 


NSOEA Members Forecast 
Increase of 7 Percent 
For 1961 Sales Volume 

The nation’s stationery and office equip- 
ment dealers and manufacturers forecast 
an increase of 7 percent in their total 
sales volume in 1961, according to a sur- 
vey by the industry’s largest trade group, 
the National Stationery and Office Equip- 
ment Assn. Dealers expect a rise of 6.5 
percent and manufacturers 7.4 percent in 
total sales volume for the coming year. 

J. Howard Patrick, head of Patrick & 
Co., San Francisco, and president of 
NSOEA, said the forecast of growth for 
1961, which follows the pattern set in 
recent years, is almost twice that of our 


SOLD 





No. 210 
Standard Stapler 
$5.95 
Chrome $6.95 


No. 105 
Standard Stapler 


$4.25 


No. P-22 
Plier Type Stapler 


..because 
ARROW <* 


her for you 
Yesterday! SA 


national economy. The forecast is based 
on a representative sampling of reports 
from dealers and manufacturers across 
the nation. 

Three out of four distributors predict 
their operating profits will go up in 
1961, showing an average expectation of 
4.9 percent. Significant is the fact that 
they expect to increase their sales vol- 
ume by an average of 6.5 percent, while 
increasing their average dollar inventory 
by only 3.6 percent. This will mean 
greater turnover of stock and at the same 
time, better use of working capital. 

In the product categories, the greatest 
anticipated increase occurs in the lease 
and rental of office furniture and equip- 
ment. Of the distributors polled, 82 per- 
cent predict increases of better than 20 
percent. The next highest figure is shown 






ce F 


This secretary recently saw an Arrow ad 
in the Saturday Evening Post. Today, she 
is at her local stationer purchasing an 
Arrow No. 210 De Luxe Standard Stapler 
for her office. 

She is typical of the buying influence 
Arrow exerts on millions of stapling ma- 
chine users in every walk of life, through 
consistent National Advertising. 





Are you one of the many stationers who 
are cashing in on Arrow consumer ac- 
ceptance in office, home and industry? 
# You can be when you stock Arrow’s well- 
rounded line of staplers, pliers and tackers. 


SOLD ONLY THROUGH THE TRADE — 
NEVER DIRECT TO CONSUMER 


Over 30 different ARROW models 
for your customers to choose from 
- « - all designed to bring you 
fabulous REPEAT STAPLE BUSINESS! 


NN 
ARROW FRSTENER COMPANY, (NC. 


ONE JUNIUS STREET * BROOKLYN 12, N.Y. 
“Pioneers and Pacesetters for Over a Quarter Century” 





Gun Tacker 
$12.50 








CANADIAN REP.: 
Gordon Lightstone 
1180 St. Antoine Street 
Montreal 3, Que. 


WESTERN REP.: 
J. M. Davis 
170 No. Roberston Bivd., 
Beverly Hills, Calif. 
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in the sale of office machines, with™ 
percent predicting a rise of better 
20 percent. These figures reflect a 
tinuing growth of these segments of 
industry. 

Distributors in small towns are far mop 
optimistic this year than those in citig 
In towns of under 25,000, 93 percent @. 
pect a rise in sales volume, while in citiy 
over 500,000, only 63 percent look fig. 
ward to more business. These figures ap 
similar to those given by distributors j 
1960 and may reflect a shift of popuk. 
tion from urban areas to the suburbs an 
smaller towns. 

There also is an indication that the big 
city distributor plans to concentrate g 
better margins rather than on larger sales 
increases in 1961. 

In general, manufacturers seem optimis- 
tic about the economic health of the ip. 
dustry and the nation. The survey dis 
closed that 75 percent to 80 percent of 
the firms expect higher sales. Few e. 
pect lower sales and only 12 to 21 per 
cent expect their total volume to remain 
the same as in 1960. Manufacturers pre 
dicted an average rise of 5.4 percent ip 
operating profits. 


Booksellers to Meet 


The American Booksellers Association 
convention and trade exhibit will be held 


this year at the Shoreham Hotel ia 
Washington, D.C., June 11-14. An ap 


nouncement says the event is attended an- 
nually by virtually all the important book- 
store owners and managers in the country, 
as well as by many department store 
book buyers and merchandise managers, 
In addition to book publishers, many sup- 
pliers of related “sideline merchandise” 
take part in the show. 


Bonus Plan Announced 


Amreco Business Forms, 564 E. First 
St., Boston 27, Mass., has announced a 
Profit-Bonus Plan for dealers with 
which a dealer can conduct his own sales 
incentive contest among his salesmen with- 
out extra expense or time. Achievement 
points are awarded for new business. The 
dealer and his salesmen then can ex- 
change accumulated points for prizes of 
their selection. Prize catalogs and other 
program materials are furnished without 
charge. Regular volume and prompt pay 
discounts still apply. 


new 


One-day Sales Clinics 
Scheduled by NSOEA 


first successful one-day 
sales clinic for dealer sales personnel in 
Oklahoma City last December, the Na- 
tional Stationery and Office Equipment 
Assn. has held or scheduled a half-dozen 
similar events in other sections of the 
country. 


Following its 


One-day sales training sessions, under 
the auspices of NSOEA and local indus- 
try groups, were scheduled for Charleston, 
W. Va., Feb. 18, New York City March 
7, Detroit March 11, Washington, D.C., 
March 18, and Philadelphia March 25. 

Others were being scheduled as quickly 
as arrangements could be made. The reg- 
istration fee at most of the day-long clin- 
ics is $10, including lunch. 
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ACCOGRIP® is the revolutionary 
new instant binder by Acco. 

It opens and closes at the 
touch of a finger. It grips 

better, wears better, and has 
greater consumer demand than 
any other instant binder 

on the market. Unique 
spring-action clamp. Genuine 
pressboard cover. 5 colors. 


.|ACCOGRIP 


inced a 


‘swith Ss \ 
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me-day 
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ipment 
f-<dozen 
of the 


under 
indus- 
leston, 
March 
DC., 
25. Year after year Acco sales-makers help you meet 
yuickly the demands of modern office efficiency. For pres- 
he reg: tige and profits throughout 1961, feature the com- 
g clin- plete Acco line, including these long-time favorites. 


ACCO PRODUCTS A Division of Natser Corporation, 
Ogdensburg, N.Y. © In Canada: Acco Canadian Co., Ltd., Toronto ACCO FOLDERS ACCO BINDERS ACCO FASTENERS 





, 1961 
--- for more details circle 101 on last page 





a, eae oe a 


lvan Allen Ad Manager 
Named ‘Woman of Year' 

Peggy Baker, advertising and sales pro- 
motion Allen Co., At- 
lanta, was recently named ‘Woman of the 
Year in Atlanta. She was 
four women 
other fields of endeavor at a banquet. 

Mrs. Baker is also a wife, mother of 
two, homemaker, president of the Atlanta 
Advertising Club, winner of many ad- 
verlising and promotion awards, active in 
civic life, and treasurer of the Atlanta 
chapter of the American Women in Radio 
and Television. 


manager of Ivan 
Business” in 


honored along with from 


Dayton Dealer Reports 
On 1960 Sales Gains 

Sales of the Roth Office Equipment Co. 
in Dayton, Ohio, were up 10 percent for 
1960 according to Charles W. Roth, presi- 
dent. 

The company’s sales of office furniture 
and equipment jumped 25.4 percent over 
1959. It was the straight 
that sales in this category were up sub- 
stantially. Mr. Roth credited the in- 
creases “to the acceptance of the lines we 
carry, a 


second year 


force, and a_ hard- 


advertising and 


strong sales 


working promotion pro- 
gram which is starting its third year.” 

The company is forecasting another 10 
percent 1961. It 
a nine county area in southwestern Ohio, 
selling office furniture, equipment and sta- 
tionery. 


sales increase in serves 


Fountain Pen Group 

Hears NAM Tax Proposals 
Congress should promptly pass tax rate 

reform legislation which would provide the 

basis for strengthening and expanding the 

to James W. 

president of the 


nation’s economy, according 
Douthat, assistant vice 
National Assn. of Manufacturers. 
Speaking at the annual meeting in New 
York of the Fountain Pen and Mechanical 
Pencil Manufacturers’ Assn., he said that 
what is along the 
lines of the bi-partisan Herlong-Baker bills 
which, 


needed is legislation 


among other things, would lower 
personal and corporation income tax rates 
to a maximum of 47 percent by a series of 
five annual reductions. 

Such reductions, Mr. Douthat 


would tend to encourage, and provide es- 


said, 


sential capital for, greater economic growth 
modernization 
industrial 


and employment through 


and expansion of the nation’s 
plant. 
Bartol III of C. Howard Hunt 
Pen Co. continues in his second year as 
president of the Association and Alfred P. 
Diotte of Parker Pen continues as vice 
president. Irving T. Willard of L. D. Van 
Valkenburg Co. remains treasurer and 
Alan J. Freedman of Ketcham & McDoug- 
all replaces Clarke Mays of Marshall & 
New members of the 
executive committee are Carl Priesing of 
Venus, Earl Craft of Brown & Bigelow, 
and Harold Kiviat of Executive Pen. 
Members approved formation of a new 
industry policy committee and decided to 
continue their 
form. 


George 


Meier as secretary. 


using present — statistical 


Manufacturers Announce 
Promotions, Appointments 


Marvin E. Adkins, formerly 


supply retailer in El Paso, has 
pointed sales representative for 
office accessories in Northern 


and the Pacific Northwest. He 
#20 Market St., San 
Mort 
division manager, Stempel Man 
Co. of California, Los Angeles 

Eberhard Faber Pen & Penci 
appointed Wallis J. Brooks as 
district sales representative to 


of Atlanta, and Joseph T. De 


quarter at 


and work with Greenes 


eastern district sales representatiy 


educational division to work out 
delphia 

Gerald E. Slavin has 
manager of a new distributor 
partment of the H. B. Fulle: 
Paul, Minn. His duties wiil be 
mote the sale of Fuller’s line of 
adhesive products throughout 
States. 


been 
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appointed 


sales de- 
Co., St 
to pro- 
consumer 


the United 


Eugene 5. Copher, formerly with Apeco, 
has been appointed assistant national sales 


manager for photocopy 


products in the 


southern portion of the United States by 


Smith-Corona Marchant. 


David R. Seeber has been named mange 


ger of the western division of 


the Ohio 


Chair Co. with offices in Los Angeles, 


The New 
Storch 


will henceforth 


England 
Associates, 
limit 


Tepper Ray 


representative for 


Gordon, 


his activities exelu 


sively to the sale of Ferrometal Partitions 


and Modern Partitions and 


Walls. He 
(Continued on page 54) 


HIGGINS india ink cartridge’ No. 4413 





it to your instruments 


it will guide you to quicker results 


% WATERPROOF 
BLACK ONLY 
=NO COLORS 


HIGGINS nx co, inc. 


271 Ninth Street, Brooklyn 15, N. Y. 


1880-1960 . 
SO years 


of success 
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Display and suggest Gibson Wedding Books to the bride- 
to-be, her family and friends, as engagement or shower 
gifts! Gibson Wedding Books insure safe keeping of a bride’s 
priceless mementos and photographs of engagement, wed- 
ding, reception, guests, gifts, honeymoon, first home. 





Don’t forget . . . Gibson Wedding Books are nationally ad- 
vertised year round in The Bride’s Magazine — each year 
reaching 414 million brides, their families and friends! 


A wide selection for the bride, by 


| Gibson: Wedding Record Books, C? x 
edding Gift Lists, Guest Books, : 
| Photo Albums, Musical Wedding THE U% A. SOF ANY 
Books, Jeweled Wedding Books, N NORWALK, CONNECTICUT 


a B sdac? . . ’ : 
; Welding Tue = Fon arcdast NZ Gibson Memory Books ... don’t forget! 
f information write Dept. MS-422 Showrooms at 225 Fifth Avenue, N.Y. and The Dallas Trade Mart. 
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(Continued from page 52) 
will continue to cover the six New Eng- 
land states. 

Therese R. Marks and Associates an- 
nounce they have been appointed repre- 
sentatives of the Sopps, Inc., line of coast- 
ers and napkins. Covering the mid-Atlan- 
tic and New England area with Mrs. 
Marks are Florence Nessler, Ruth Rogers, 
Dickson Steinbeck, Mildred Withington 
and James McCarthy. 

Agar R. Bergeron, A.I.D., of Balti- 
more, Md., has been appointed district 
manager in the Maryland, Virginia and 
District of Columbia territory for Myrtle 
Desk Co., and Boling Chair Co. He will 
represent these two wood office furniture 
manufacturers exclusively. Until recently 
he was vice president and head of the 
furniture department for Lucas Brothers, 
Inc., Baltimore. 

Herbert A. Mohbat, manufacturers rep- 
resentative with offices in Coldwater, 
Mich., has appointed Charles C. Young 
to his operation. Both men will work in 
Michigan, Ohio, Indiana and Kentucky. 

Felix D. Kolben, a veteran of the plas- 
tic binding industry, has been appointed 
to head a new specialty sales division 
designed to serve the stationery dealer 
trade for General Binding Corp. He had 
been manager of the plastic binding divi- 
sion at Wilson-Jones and at one time 
headed his own European binding firm. 

William J. (Bill) Ward has been ap- 
pointed sales representative in New York 
and northern New Jersey for Bentson Man- 


Fifth Ave., New York. 

Carl P. Ray has been named vice presi- 
dent of marketing for Royal McBee Corp 
to succeed H. Carl Davis who retired on 
March 1. 

Jay Pollard is manager of a new sub- 
sidiary of Thomas Collators, Inc., in the 
State-Madison Building at 22 West Madi- 
son St., Chicago. The new operation 
provides parts, service facilities and a large 
display area 

Richard E. Hanson, formerly manager of 
the special products division of Oxford Pa- 
per Co. and a consultant in the field of 
photodrafting techniques, hae been elect- 
ed president and chief executive officer of 
Peerless Photo Products, Inc. 

Philip E 


ed vice president in charge of a newly 


Scott, Jr., has been appoint- 


formed international division of The Es- 
terbrook Pen Co 

Recent sales appointments by Royal Mc- 
Bee Corp. include those of M. A. Kenney 
as product manager-typewriter sales for 
the southern division and of C. A. Roy 
as product manager-typewriter sales for 
the western division 
has appoint- 
ed William A. Donahue as industrial sales 


Arno Adhesive Tapes, Inc., 


manager and Jack Schneider as a member 
of the sales staff to cover New England, 
New York and Westchester County. 
Eberhard Faber Pen & Pencil Co. has 
named Russell H. Williams, Jr., adver- 
lising and - sales 
Harry E 


been named sales manager of the newly- 


promotion manager, 


succeeding Fischer, who has 


formed Eberhard Faber Premium Sales Co 


years in the greeting card industry 
been appointed vice president of § 
Printers and Publishers — In‘erng 
Corp. Dedham, Mass. 

David Granoff has been appointed 
utive vice president of Certified B 
Forms, Inc., West Newton, Mass. 
tains the title and responsibilities of 
manager 

Stow & Davis Furniture Co 
nounced the appointments of Rol 
Bennet, Jr., as vice president in q 
of manufacturing, Robert A. Stoll ag 
president in charge of sales, and 
I. Hunting as secretary. 


New assignments in pressure-seq 
tape, decorative ribbons and related 
uct areas have been announced by 
nesota Mining and Manufacturing 
Robert W. Mueller, a 3M vice pre 
has been given over-all responsibili 
operations of the Industrial Tape diyj 
the Retail Tape and Gift Wrap,9 
Mid-States Gummed Paper and 9 
Sealers divisions, under Clarence B. 
pair, executive vice president. Alaml 
Redpath becomes a general manager off 
newly formed Retail Tape and Gift 
division, with R. L. 
sales manager of the same division. 
Diebold, Inc., has appointed Jack 0 
nell as Philadelphia regional sales 
ager of the bank division and 
Whipp as Philadelphia branch m 
in the office equipment division. 
Van Brauman and Co. of Dallas 
been named manufacturer’s represen 


Sheppard as 


for The Sessions Clock Co. in Texas, 


ufacturing Co. with offices located at 516 William F. Maloney, a veteran of 32 


Ticket Punches 
by HOGGSON for Every 


lahoma, Arkansas, Louisiana, Mississippi 
— 


Top buy in “‘tongue-savers!”’ 


S 


No. 2 & No. 3 ~ 


No, 470 


i 


No. 26 «\ 


No. 46 
hans na 


STERLING DESK-TOP 


MOISTENER 


Priced to sell fast at just $2.00 (suggested retail) ... 
a value hard to beat at twice the price or more! 


Description: 
No.2 — 14%” reach. Ve" to Vs‘ standard designs. Ask for models 
round holes, ass’t. dies, letters & equipped with Tally Counter 
figures. No. 17 — Notch or Edge Cutter 
No.3 — 12” reach. Ye" to Va" Dies 4" to 5/16” max. 
round holes, ass‘t. dies, letters & No. 33 — Notch or Edge Cutter 
figures. Dies 3%" to V2" max. 
No. 12 — 2” reach. Ye" to Vs No. 29 — Corner Punch aids in as- 
round holes, ass‘t. dies, letters & sembling & fitting letters and 
figures. papers. (Oblong slots) and Ve” to 
No. 470 — 3” reach. Ye" to VW V4’ round holes. 
round holes, ass’t. dies. No. 26 Sliding Gauge Punch 
No. 46— Minute Book Punch, 3’ 
to V2" round holes—oblong, oval 
or slotted holes. A Notch or Edge 2” reach. 
Cutter where large dies are re- Send for 
quired. 
TALLY COUNTER PUNCH registers HOGGSON 
1 to 99,999. Available with Ve", PUNCHES 

Folder 


3/16” & VY" round holes and all 
THE HOGGSON & PETTIS MFG. 
141F Brewery St., New Haven, Conn. 
---for more details circle 138 on last page 


® Non-spill high-capacity reservoir 

® Steel-weighted non-slip base 

® Handsome high-impact plastic in 
assorted colors for office or home 

® Individually display-boxed 


Request complete stationery & school supply catalog. 


STERLING PLASTICS CO. 


1140 COMMERCE AVENUE: UNION, NEW JERSEY 


Manufacturers of Stationery and Schoo! Supplies 
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: THERE'S GOOD LOOKING! 
Jallas bas 
resent Buy with insight from over 350 displays of SOCIAL STATIONERY 
Texas, GREETING CARDS ‘SCHOOL SUPPLIES GIFT WRAPPINGS PENS 
ssi & PENCILS CHRISTMAS DECORATIONS TYPEWRITERS 
PLAYING CARDS /DESK ACCESSORIES HOUSEHOLD PAPER 
” GOODS OFFICE SUPPLIES’ CANDLES LEATHER GOODS 
GAMES & ACCESSORIES , PARTY FAVORS DRAW- 
ING MATERIALS SUNDRIES. Profit by foresight: 
there’s a new schedule of hours with earlier daily 
starts and a change in night openings for your 
greater convenience. 
0. 569 
COME SEE AND BUY AT THE 
re! 
i= € OM WB >) Oe. 8 2’, "Aa 4 OD 5 828 DD 5 
Directed by: GEORGE LITTLE MANAGEMENT, INC., 220 Fifth Avenue, New York 1, N. Y. 
SHOW HOURS: 12 Noon-9 P.M. Sunday 
9 A.M.-6 P.M. Monday, Wednesday, Thursday 
9 A.M.-9 P.M. Tuesday 
Oo. 9 A.M.-2 P.M. Friday 
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More Dealer Aid Seen 
In Office Machine Field 

An era of increased dealer assistance 
from manufacturers of office equipment 
has been forecast by W. R. Leahy, sales 
manager in charge of Champion machine 
sales for Victor Adding Machine Co. His 
prediction came at a recent meeting of 
the board of directors of the National 
Office Machine Dealers Assn. in New Or- 
leans. At the meeting, Mr. Leahy was 
elected second vice president of NOMDA 
and appointed to its executive commit- 
tee. As second vice president, he serves 
as chairman of the trade group’s manu- 
facturers’ division. 

“Being independent 


businessmen, deal- 


ers are blessed with much freedom of ac- 
Mr 


some 


tion,” states 
ered in 
reliance. 
between 
hope to 


Leahy, “yet are hamp- 
this same self- 
increased cooperation 
dealers and manufacturers, we 
make up for this shortcoming 
by: study of retailers’ problems, collective 
thinking on assimilation of fresh 
ideas, and programs to make helpful in- 
formation 


He said 


ways by 
Through 


them, 


available.” 
NOMDA 


“board of 


function as a 
kind of for 
dealer to help the man- 
agement problems with which the dealers 


can 
directors” each 


solve some of 


cannot deal effectively on an_ individual 
basis. As an example, he pointed to the 
dealer accounting system produced for 
NOMDA members in 1960. 


Increased assistance and cooperation be- 





KEEP AHEAD OF TIME 
YEAR AFTER YEAR wit 

KEITH CLARK and 
DEFIANCE CALENDARS 


Here are 
customers 


the calendars that keep your 
Ahead of Time. Through the 


years KEITH CLARK and DEFIANCE con- 


stantly 


improve their calendars, making 


them MORE useful with such features as 


e NEW Handy Reference Date 


(month /day ‘year at bottom of page) 
DISTINCTIVE Magnifying Headbands 
Choice of Metal or Plastic Bases in 

Attractive Decorator Colors 
EXCLUSIVE Schedule-A-Date 
Modern Printing and Format 
Plus — Many NEW Calendar 

added to the line 


types 


KEITH CLARK and DEFIANCE Calendars 


are NEW every year to fit your customers’ 


——— \ needs. 
— < , . . 
i "ff every possible business or personal use. 
- 
a A> 


SELL KEITH CLARK 

and DEFIANCE CALENDARS 
— for added profit 

and better customer 
satisfaction. 


There are models designed for 


Write for New Catalog and Dealer Prices. 


-+--for more details circle 120 on last page 





tween manufacturers and dealers, he q 
cluded, will enable expansion of the ne 
ket for many office machines th 
more effective public exposure of 
products. 








































Outstanding A. B. Dick 
Distributors Honored 














A. B. Dick Co. of Chicago recently 
nounced that four of its more than 200 i. 
tributors won the 1960 Albert Blake Dit 
Jr., Award for outstanding sales perform, 
ance. The awards are given only to thet 
distributors in the company’s Pacemg- 
award program. 

The A. B. Dick Co. of Seattle, Ine, 
came the 1960 leader among distribyty, 
serving territories having more than % 
million of available business in duplicatix 
John H. Fraser; 


Cs 


machines and supplies. 
the general manager. 

Harper Brothers, Inc., of Greenville, § 
was top distributor among firms in te 
tories having from $860 thousand to §; 
million of available business. H. Cadye 
Harper, a national officer and former p. 
gional governor of the National Stationen 
and Office Equipment 
president. 

Halsey and Griffith, Inc., of West Paly 
Beach, Fla., was tops in territories haying 
from $460 thousand to $860 thousand 9 
available business. J. L. 
dent. Stanfield’s of Cheyenne, Wyo 
Donald O. Stanfield, led the 
distributors in territories with a potenti: 
of less than $460 thousand. 

All awards were based on sales exceel- 
ing established quotas plus sales balance 
between some 12 principal A. B. Dick du 
plicating product lines. Available busines 
was determined through the Office Equip- 
ment Manufacturers Institute (OEM! 
index. 


Assn., is the 


Waugh is prs. 


headed by 


Bert M. Morris Company 
Sold to National Fiberstok 


A group headed by Edward L. Howard 
president of the National Fiberstok Corp 
Philadelphia, has purchased the Bert M 
Morris Co. of Los Angeles, well know 
manufacturer of a complete line of desk 
top equipment. The new management will 
continue a policy of selling only through 
dealers. 
Simultaneous with the purchase, Ne 
tional Fiberstok announced a_ reciprocal 
marketing agreement designed to expand 
the sales of both companies. Under the 
plan, Bert M. Morris Co. will warehouse 
National Fiberstok products (fiber enve- 
lopes, binders, folders) and handle sales 
in the western part of the country. At the 
same time, Morris products will be ware- 
housed at National Fiberstok in Philadel- 
phia and be sold by its sales organization 
in the East. 

L. C. Owen has been named vice pres 
dent and general manager of the Bert M. 
Morris Co. Mrs. Morris will no longer 
be active in the operation, but will con 
tinue to operate the Morrisenter Corp. 4 
real estate holding company. Lee Schaeffer, 
long associated with the Morris organiza- 
tion, will continue to be active in sales 
administration. The company occupies 
23,000 square feet of floor space and em- 
ploys more than 50 people, all retained by 
the 


new management. 
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SLETE REGNA LINE 































than 200 i. 
Blake Dis : - : 
sles Pett 
ven egisters - adding machines « safes 
$ Pacem}. 
tle, Ine. | Don’t miss this opportunity of your lifetime! This complete Dealer 
distributn, Line (more than 50 models) of low-priced REGNA cash registers 
€ than g); and adding machines spells PROFITS, PROFITS and more 
1 wpa P-R-O-F-I-T-S! 
> PTaser 
. Stream-lined, jet-age models surpass all expectations of business 
evil, 8¢ builders with an eye on tomorrow. Your choice of electric, hand, 10 
MS In ters. ° 
and to §) keys or full keyboard machines. 
‘— Write today for informative literature. 
( eT te. 
| Stationen 
Ley is the 
West Pal 
ries having 
housand 9 
h is presi. 
ne, Wyo 
1, led th 
t potentia 
les eXceal- 
PS balance 
Dick dy. 
€ business 
ce Equip. 
(OEMI 
Howard 
ok Corp, 
Bert M 
ll known 
of desk 
nent will 
= Move fast 
, N it’s profitable! ~ 
“a <<, It’s low-priced! It’s profitable! 
deo the ide Mail the coupon—Mail it today— 
web | MailitNOW! = —¥ 
le = JOELI fire-proof RIES RC IECHtRCRE ER 1 
fre safes of unusually } REGNA CASH REGISTERS, INC. i 
| unique design, are 1} 175 Fifth Avenue, New York 10, N. Y. t 
Philadel covering the globe . sili : 
nization with tremendous 1 7 1 
sales success. Several 4% Please rush more information on the q 
e presi- sizes and models } complete Line of REGNA Cash Registers, 4 
3ert M. available. 1 REGNA Adding Machines, JOELI Fire-proof ; 
longer 3 Safes, and outline advantages of becoming an i 
ill con- : independent REGNA-JOELI Dealer. : 
‘orp., & 
hacffer, : NN isa aan ates ids saeco asouuuapieocatentemasbedoeadmninadaie ' 
a Inc . . FRE ee i 
nr sales n Canada: Regna Cash Registers of Canada, Ltd. 1 i 
ccupies 704 Notre Dame St. W., Montreal, Que. : | Ee eT Ee ee es : 
] i, 
we OUTSIDE CONTINENTAL U. S:: I Zone.......... fT ee eT RE t 
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TRAVELER CITED — R. W. (Bob) Vater of Cedar Rapids MILESTONE — Richard Brush, left, and John D. Brush, Jt, 
lowa, top salesman of the year at the Joseph Dixon Crucible Co., examine 100,000th safe turned out by John D. Brush & Co, of 


receives the "President's Watch Award" from Frank O. Atkinson, Rochester, N.Y., a company founded by their father 30 years agp 
left. Assisting at the presentation is David C. McMillin, right, 

marketing vice president of the company's pencil division. Mr. 

Vater is a past president of the Northwest Travelers Club. 


VIEWS 
of the 


HONORED EMPLOYEE Henry B. Johnson, left, plant super 
intendent for Meilink Steel Safe Co., receives velvet-lined leather 
case containing $50 in gold pieces from Stanley R. Akers, Meilink 


president. Mr. Johnson started with the company 50 years ago 
as a sheet metal worker. 


CARD LINES MERGED — George L. 

Medina, left, president of Flair Cards, and 

Leon Friendman, head of Time Cards, shake 

hands at the conclusion of the sale of Time 

Cards to Flair Cards, Inc. The acquisition TOP SALESMAN — Albion D. Lent, Kansas-Missouri representative for the Carter's 
brings to 500 the number of all occasion Ink Co. for 12 years and with the company for 35 years, holds sterling bowl awarded to 
everyday styles regularly carried by Flair. him for winning the company's first national "Salesman of the Year" Award. With him are 
Mr. Friedman will continue to contribute C. H. Trenholme, left, Midwest district manager; Mrs. Lent; and Judson S. Rawding, general 
ideas and designs to the Flair line. sales manager. 
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40-pocket displayer with 
your initial order for $120 


CAMUNEN 
) GARD 









































NEW! Created for compact studio FREE STUDIO CARD DISPLAYER... 
arrangementwhere spaceisa problem. yours, with your initial order for 12 
ta Slim, modern 15" diameter, 70” tall each of 80 designs or 24 each of 40 
iy aif : a finished in gleaming, polished brass. designs (retail 25¢). You get 50% 
all : Complete with traffic-stopping topper gross profit, pay only for the newest, 
en i 7 


sign . . . Sells Studio cards on sight. freshest, wittiest, cleverest, sellingest 


ars ago (When ordered alone. . . $25.) cards... display is FREE! 





Pakay Party 
Papers By Gibson 


America’s foremostline of paper 
napkins, table covers, cups, 
plates, coasters, etc. Now avail- 
able from the very same person 
who calls on you for Gibson 


STUDIO CARDS Greeting Cards. 





BEEBBSBESBSEBEEBEHBE BBB BERBRBERREHRERBRERRER ESE SB 
Check one: 
FREE! MAIL this O FREE Streamliner Displayer, include 12 
coupon today. each of 80 new Studio designs. My cost 
, : oo sae ofit, $120). 
Fred Wagner, Vice-President wae ) 
Gibson Greeting Cards, Inc. Dept. MS-4 ([) FREE Streamliner Displayer, include 24 
inci ; each of 40 new Studio designs. My cost 
Cincinnati 37, Ohio an ae $220 Cap ore, $020) 
Rush my FREE Studio Displayer 


oe title CJ Studio Streamliner, alone . . . my cost 


sive 
store name..... 
arters iy address 
ed to 


Me, cit (] Vd like to talk‘about Pakay Party Papers, 
m are =. y no obligation. f 
eneral Re: 9 


C) Send Gibson representative, no obligation. 
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NEW PRODUCTS ......-.-. 


(Continued from page 22) 


Adding Machine 2! 


Retail price of the new 
1961 Elite machine 
is $49.50 plus tax, the Amer- 
Office 
reveals. Features include a 
full keyboard, direct 
traction, repeat key 


adding 


ican Equipment Co 
sub- 
for mui- 
tiple additions, and portabil- 
ity (under 6 pounds). Deal- 
ers inquiries are invited. 





Non-curling Envelope Adhesive 22 


A new “Flash Seal” envelope 
adhesive, highly resistant to both 
heat and humidity, is said to 
keep envelopes unstuck and un- 
curled no matter how long they 
are stored. Developed by Stein, 
Hall & Co., 285 Madison Ave., 
New York, “Flash Seal” is made 
from an uncooked dextrine that 
has been specially ground to a 
consistency finer than a 
lady’s face powder. Applied to 


even SS 

envelopes, this adhesive preparation is colorless (though it may 
be tinted), odorless and tasteless. The resulting flatness achieved 
by the freedom from curl is of benefit to companies using insert- 
ing and mailing machines. The envelopes are said to stack and 
feed perfectly in all automatic machinery including printing pres- 
ses, inserting machines, and meters. The flat-stacking 
feature also brings savings in storage space. Also, waste is elimi- 
nated because flaps will not stick before use. Converters using the 
new patented development include Quality Park Envelope Co., 
Tension Envelope, Burgess Envelope, Alling & Cory, and Pan- 


— 


postage 











Display Unit 


is 





Tempera totaling $45 at net cost. 


tello Co. at 1238A Mckinley, Chic 


New Binder 

A “revolutionary” loose- 
leaf made “19 
strong tapered plastic rings and 


new 
binder, up of 
anodized 
backbones,” is 


a wide color choice of 
aluminum avail- 
able from the Bindematic Corp. 
The firm explains that 
Bindematic notebook is 
bled from 


each 
assem- 


separate component 


parts — binder, inserts and covers. 


inside sheets are said to be removed at will with just the fli 


of a finger. The manufacturer 


notebook binder‘s slim design permits salesmen’s briefs to hold 


use in introducing and 
ne 
The display holds three boy 
each of 24 colors plus 
the : 
rack 
occupies approximately 
foot of 
pivots on chrome base so9 th: 
customer may bring either gj, 
into 
provides the display free with a stock order of Alphacolor Liqu 


ago Heights, Ill. 





q 
lay sta 
ealers 
selling | 

Tempe: 





revolving di 
available to 


A new 





now 





w Alphacolor Liquid 





two 
6-bottle 


stands 


sets. The 
18 


displ, 
inches high q 
& squar 


counter space. Disp, 


view. The manufactyr 


For deta:.s write Weber Cy 





This enables each custome 
to construct a completed notebook to fit his exact specifications 
particularly as regards style and type of cover. 


The covers and 


also points out that the ney 


much more, and that it also requires less area in file cabinels I 


or on shelves. 


claimed, even in_ highest 


holds will not snag or tear on the rings and reinforcements ar 


The tapered rings will not lose their form, it’s 
temperatures. 


Paper sheets that jt 


American Envelope. 

































All 
latch, and with plunger or cam locks 
in letter 
deliveries. 


said to be unnecessary. 









SERIES 100 and 200— 
FULL SUSPENSION FILES 


Stocked in 2, 3, 4, 5 Drawers 


Heavy duty full suspension draw- 
ers with 10 ball and roller bear- 
ings 

Heavy gauged steel—rugged con- 
struction with 6 reinforced uprights 
Symphonic lustrous permanent fin- 
ishes of olive green or modern 
grey 

Drawers fitted with brushed alu- 
minum hardware and card holders 


models thumb 


available with 


or legal size. Prompt 





modern steelcraft 









2973 Cropsey Ave.-B’klyn.14,N.Y. 


ine. 








® Positive 





modern steelerait... 


engineered for efficiency .. . 
designed for lasting beauty 


Designed for the ‘space’’ age—these Modern Steel- 
craft files are engineered for maximum filing volume 
but to occupy a minimum of space. 
years of specializing in files has taught us how to 
produce files high in quality at mass production 


More than 50 





prices. 


Be sure to look at the Steelcraft Line—the Prestige 
Line that has all the features of expensive files bul 


the price. 
SERIES 24— 
NON-SUSPENSION FILES 
Stocked in 2, 3, 4, 5 Drawers 


side action follower 
blocks—means effortless folder 
handling 
















Made of heavy gauge furni- 
ture steel—electrically welded 
throughout 


All drawers fitted with 
brushed oluminum 
hardware hondles and 
card holders 

All models available 
with plunger or cam 
locks in letter or legal 
sizes. Prompt deliveries. 


--- for more details circle 150 on last page 
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A Pen 


for Every 
Customer 
in just 
14" 

of Space 


Fountain pens, ballpoints, 
ink sticks and refills 


The complete assortment costs you 
just $32.54, sells out at $56.54 retail 
. in just 14 inches of space! 
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super "4 
L Rourkh Pune 


VERSHARP 


A Oreo OF ch Teh PARKER PUM COMPANY 
* 


Here’s a complete, volume-priced 
pen department stocked with fast- 
moving ballpoints, ink sticks, car- 
tridge pens—with a choice of colors 
and point sizes. 


EVERSHARP 


1 Devs OF ch TA PARKER FOE COMPANT 


At oie 


EVERSHARPY 


8 Cryin OF <f: TE PAREN PON COMPANY 


There’s even room for ballpoint re- 
fills and Parker-Eversharp SUPER 
QUINK ink cartridges now retail- 
ing at a customer-pulling price of 
just 5 for 29¢. 


ee 


A ream OF <f THE PARKER PEN COMPANY 
Nt 
EVERSHARP iW 


va So 


eve Bees 

Fe . 

comune SHARP &15 200° 
% 4 Sa 


: 


This handsome Eversharp Display And, every time you re-order, you 


Master—sets up anywhere—up- 
right or flat on your counter, 


against a wall. 


receive free goods... boosting 
your profit to over 44%. Ask your 
Parker-Eversharp wholesale man 
for Display Master Deal EP-51. 


---for more details circle 128 on last page 
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MULTIPLY THIS 


PAGE BY 


5) MILLION... 


that’s the number of readers from coast to coast who 
will get the Regency message in Bride’s Magazine, 
Modern Bride, Bride & Home, Glamour and Seventeen! 


Regency covers every important bridal season the 
year ‘round, with this greatest-ever schedule of Flower 
Wedding Line advertising. And the aim is still the 
same: to send customers for fine Raised Letter Wed- 
ding Stationery direct to your store. 


Remember, you get a full 50% discount with 
Regency. You can be SURE of 48-hour processing 
of every order, regardless of size. So let the dramatic 
new Regency campaign work for YOU. Send for your 
Flower Wedding Line Catalogue, plus a beautiful 
4-color window display today. They’re both FREE! 


REGENCY THERMOGRAPHERS 


NEW YORK, N. Y. CHICAGO, ILL. NO. HOLLYWOOD, CALIF, 
---for more details circle 156 on last page 





| refills are manufactured in six degrees of density. 


| cible Co., Jersey City 3, 


| Civil War Ball Pens 


| introduced 


‘NEW PRODUCTS ........., POUD 


Film Tracing Leads 
The Joseph Dixon Crucith 
Company’s F.T.R tracing 


pencil for film tracing » 

production will now have 

é companion unit — } kets y 
.. lead refills for use with |g 
holders. The F.T.R penc 


and now the refills, were qd 
signed and formulated speci 
for 


ically tracings on poh 





ester-based film. They are, 


so ideally suited for work y 
cloth and vellum since they give excellent density, afford dey 
microfilms and erase without matte damage. The new FDR 
lead units are packaged in a streamlined transparent  plasi 


tube, a special feature of which is a unique hang-up cap. Th 
Free sample 
The kit consis 
each lead degree and an illustrated brochure 
recommended testing procedures 


of the refills may be had by writing for them. 
of samples of 
Address requests on company 
letterhead to Drafting Research Dept., The Joseph Dixon Cy. 
NJ. 


Two new ball pens designed as 
the 100th 
sary of the Civil War are being 
the Eversharp 
Pen Co., a division of the Parker 
Pen Co. One is called the “John- 


mementos of anniver- 


by 


ny Reb” and the other “Billy 
Yank.” Retail price of each is 
98 cents. The “Johnny Reb” 


“Confede- 
date” gray, and includes a litho- 
graphed replica of the Confeder- 
ate flag. 
ored in 


model is colored in 





It uses gray refill. Col- 
“Northern” blue, the 
“Billy Yank” model uses a replica of the United States shield and 
blue refill. Both models use a sabre-shaped clip, electro- 
plated with gold. Both pens will be marketed in the North and 
the South. Dealers, make 


tween blue and gray they prefer. 


has a 


however, can whatever selection be- 
For each dozen pens ordered, 
a unique “fan-out” display will be offered which actually shows 


the soldiers on the individual pen cards standing in formation. 


Shelf Filing 27 

At the recent NOFA show, 
Supreme Steel Equipment 
Corp. introduced a new ver- 
shelf filing, called 
Conserv-a-tier. The line re 
the double 
paneling and of in- 


sion of 


tains same wall 
method 
termembering as Consev-a-file. 
Major that 
Conserv-a-tier shelves are re- 
adjustable. The 
are 9” 
and 12” deep in the respec- 
tive letter and legal sizes; 
bottom shelf, top plating and 
extreme end panels are 12” 
and 15” deep for letter and legal sizes. Where units are joined 
in series, the intermediate panels are recessed like the shelves, to 
allow 


innovations are 


and 
intermediate 


cessed 


shelves 





for clear vision. All intermediate shelves are adjustable on 


1” centers for maximum flexibility, as compared with the fixed 


distance between Conserv-a-file shelves. Each tier is furnished 


with five adjustable file dividers. Retractable posting shelves 
are available with double row units, where they operate on either 
face. A separate clip-on posting shelf is available for single row 
units. It is a multiple purpose unit, since shelves can be ad- 


justed for ledgers and other records (upright or flat) while also 
| housing regular files 
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_. [Supplies the growing market, bags the bigger profits! 


ICARTER’S ELECTRIC LINE 








Xo Crug 
_ rang ‘ 
now he Designed Specifically for Electric Machines 
— packets ; ; 
TR - Face facts! Electrics are the biggest-selling ELECTRIC carbons never stick, skid, flake, 


lls. were aff typewriters. And the hungriest! Each year = but manifold like magic. Make more and 
rated sai they gobble up carbons and ribbons that clearer copies! ELECTRIC ribbons are 


They awa bring you faster turnover, higher profits strong and long, clean handling, need 
fo “a «f than most office equipment sales. fewer changes. And don’t forget Style- 


new FIRE The high-profit way to supply these ma- writer Carbon Film Ribbons for extra 
rent plat: # chines is Carter’s ELECTRIC LINE. These sharp impressions. 


D cap. The - 7 : 
‘ree samp, § high-quality carbons and ribbons are tailor- wee cae a iil 
= con made to take the day-in day-out pounding Yes, erectric a a. apo 
~ aa "TF of electrics . . . and still give “printed look growing market. An 

Din impressions, long, long wear! LINE is leading the way. 







A 


NYLON 


ELECTRIC 





ELECTRIC 





RIBBON FOR ELECTRIC 
TYPEWRITERS 


shield and 
Pp, electro- 
North and 
ection be- 
iS ordered, 
ully shows 


nation. 


27 

FA show, 
“quipment 
new ver- 
ig, called 
line re- 

uble wall 
xl of in- 
sev-a-file. 
are that 
S are re- 
le. The 
are 9” 

e respec- 
ral sizes; 
iting and 
are 12” 
rejoined 


-ARTER 


Nylewiiter 


Carson ILM F\IBBON 
















ie - ADVERTISED IN 


LL 
<) A 
hfe qVV 
atte | Carter-ize! PROMOTE MORE FROM... 


igle row 


be ad- © THE CARTER’S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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No. 415 Harwood 
Stor-A-Way by 
AN CO 


© Provides plenty of knee room. Board 
pivots at front and is easily adjusted 
to working angle most comfortable for 
each individual. 
@ Doubles as easel as well as drawing 
board. Adjustable to any angle includ- 
ing vertical. 
@ Inconspicuously stored. Folds flat to 
6 inches. 
® Select clear western pine top and 
hardwood base are smoothly finished in 
a fine clear lacquer. 

Board Size List Price 
No. 415-1 23x31” $17.50 
No. 415-2 24x36” 4 
No. 415-3 31x42” 23.00 
All ANCO products sold thru dealers 
only. Write for the one nearest you. 





HEYER INC., CHICAGO 23, ILLINOIS 


---for more details circle 136 on last page 











NEW PRODUCTS .. 
Aluminum Easel 

A new lightweight aluminy 
easel which sets up in secopé 
for chalk, magnetic, flip-pa 
chart or flannel presentations. ; 
announced by Chart-Pak, Jp 
of Leeds, Mass. Suggested a8 w 
ideal visual aid, it is a refing. 
ment of the Chart-Pak Chak. 
board easel. It is easy to hy 
dle, can be set up with one hap 
is held firm by leg braces. Pyj 
extended, it measures 72”, ¢& 
be brought down to 45” heigl 
for conference table use, and 
telescopes for easy carrying, }; 
weighs 14 pounds. A variety ¢ 
auxiliary supplies are also. avai. 
able. 





Eradicable Carbons ry 


Aetna Products Co., Hicks- 
ville, N.Y., announces two 
new products, Del-e-tape, an 
eradicable carbon paper rib- 
bon and Del-e-tape carbon 
paper, to its Del-e-tape erad- 
icable typewriter ribbon line. 
Used with Del-e-tape Deleter, 
letters and other material are 
corrected instantly. Single 
words or complete sentences 
may be changed with sharp, 
clear results, blur-proof and 
smudge-free. 


AC-THRU PROFIT PAIR 


Just 2 in the fast selling, 
profitable C-Thru line 


One for SCALEMASTERS 


architects, 
one for 
engineers. 
Eliminates 
triangular 
and other scales — all scales 
are exposed for instant viewing. 
Popularly priced in both 6” and 
12” sizes. 











C-THRU 
REVOLVING 
DISPLAY 
A sure-fire way to increase 
sales. Displays a wide variety 


of C-THRU items. Write for 
complete information. 


VL ALLL 


PART? ORS. cONN., U. 


---for more details circle 119 on last page 
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| Sheaffer’s Spring “Gift-Time” Promotion means 


ta LUMInyp, 
1D Second; 
nt itions, ; 


lS PROFIT TIME 


display with special 
assortment GT6l 


Assortment includes 1 dozen of 
Sheaffer's fast-selling $2.95 
Cartridge Fountain Pens and 
1/2 dozen $4.95 Cartridge 
Pen and Pencil Sets. 


Retail Price........-$65.10 


Your Cost $39.06 gives you 
$26.04 Profit or a full 


0% 


magazines. 


Packed for Faster Selling! Sheaffer’s ‘‘Gift- 
Time”? Counter Merchandisers measure only 
6 x 814" and hold a complete selection of gift- 
boxed writing gifts for moms...dads...and 
grads. 


ACT NOW! For more information on this (and 
many other fast-moving special assortments 
for Spring) contact your Sheaffer wholesaler or 
call Mike Keith direct at the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa. 











GRADUATION DAY 


SHeapecS 
) —_—— 
hs sue 





NOW! PAAR AND GARROWAY ARE SELLING SHEAFFER’S ON FULL NBC-TV NETWORK! 


Every week, Jack Paar and Dave Garroway will be seen over 160 different stations 
from coast to coast...and by over 16 million viewers...as they demonstrate 
Sheaffer’s Cartridge Fountain Pen. And, backing up this concentrated television 
effort, will be a continuous campaign of hard hitting ads in leading national 


SHEAFFER'S 


©1961, W.A. SHEAFFER PEN CO., FORT MADISON, 1OW HEAFFER PENS * Maico HearinG Aios 
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It’s the EXTRAS 
that make it 
BEST SELLER! 


SENCO 


RULERS and YARDSTICKS 


Better 


Greater 
Displays 


Variety 


ED Precision-Matic 
Quality 


Write for literature and 
prices. Buy from your 
nearby jobber. 


























‘4/7 SENECA NOVELTY CO., IN 
F 52 Miller St., Seneca Falls, N. Y. 





NEW PRODUCTS 


New Price Marker 


A newly-designed 
marker is available 
Garvey Corp. Calle 
preme Big Wheel Pr 
er, the wheels which tum jj 
price bands have beem ») 
larged to give more the 
twice the former clear 
between the knurled whe 
rims and the price bands,}, 
extra leverage and pregign 
control thus afforded engh 
the wheels to be tum 
“twice as fast and prices aligned twice as easily,” the firm fay. 
Also, fingers are now twice as far removed from the inked price 
bands, making price marking a much cleaner job, it’s pointed oy 


Addressing Machine 

The Nettle Manufacturing Co., 
27 Huntington Ave., Boston 16, 
Mass., announces an improved 
Model 600 A-DRESS-R metal 
plate addressing machine which 
will incorporate a newly de- 
signed feather-touch stamping 
arm that, it is claimed will light- 
en action, reduce operational fa- 
tigue, and speed up production 
Magazines of 150-plate capacity 
with semi-automatic loading and 
unloading are said to make it 
the speediest manual addressing 
machine in the world. Shipping 
weight is 31 pounds. 


W hot 


better business forms because of .. 


_ Star Forms are sold only through authorized dealers. 
: ee ee Set sell direct to the consumer, 


Star Forms are with quality papers. Work- 
ee men with poere of icine aupacietieal : 


10 to 14-day Seiaseon: on standard forms, 7 days : 
more on custom forms. This is a Star Forms Policy. 
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SELL MORE 
amas 


with QUICK SERVICE 


MONOGRAMMING 
































R nos cords 


orene® 


You can RENT a 
KINGSLEY for 21¢ a day 


With a Kingsley Machine you can monogram 
these gift items right in your own store! 
This “On-the-Spot” service promotes extra sales 


...and brings in new customers who can’t get 


quick service monogramming elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions;’ and complete in- 
formation on our Rental Plan (only 21¢ a day). 


Solem et laltl-lal-t Cealelib A celelo mc meet lil lelgalr 
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new exciting Exclusive " 
modernistic | 





West Germany’s 


UMPH 





Dealer Franchises 
YOURS for... 
Prestige 

-Price protection 





finest quality -Top profits 


portables 


demand 


‘PERFEKT” 


TRIUMPH, world renowned for over half a century for finest 
precision engineering and workmanship . . . now brings you 
the latest advance designs in a full line of prestige portables 
at truly promotional prices! 


Outstanding quality features . . . superior “office machine” 
performance . . . quiet, smooth operation . . . rugged con- 
struction . . . smart styling and attractive two-tone finish 
for “buy-appeal” and proven consumer demand. 


The “PERFEKT” has everything 
tncl. automatic front set tab 
Salesprice $119.50 


“GABRIELLE” is a beauty... 
. complete in every way — with 
® handset tab 

P Salesprice $109.50 


. and the super-slim “‘TIPPA” 
the finest compact by far. 
Salesprice $69.50 





Realistic retail pricing protected to give you maximum profits 
and your customers finest values! 


- Strong consumer 


Clip and mail coupon to Exclusive Importers & Distributors 


IMEXCO oer siein Sr, Now York 3, N.Y. 











0.K. — tell us all about exclusive TRIUMPH full line portable 
franchise, price protection and TOP PROFITS. M 
NAME 

ADDRESS 

CITY ZONE STATE 





SCSOSOSSSSSSSSSSESOSSSSSSSSSSSSETESOSSSSSSSSESSSSSESOSEE 
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NEW PRODUCTS 
Pen Display 32 


y Among the new merchandisers 
and display tools offered by 
Sheaffer Pen Co. are 
promote the two new ball pens 
with a “Reminder” clip 
makes it to clip the 
pen to a pocket with the 


units to 


which 
impossible 
point 
exposed. The pens are promoted 
as having a clip that “says no to 
pocket stain.” The display for 
the $2.95 model is 17 by 21 
inches and the display for the $3.95 model is 29 by 49 inches. 
Both are in color. The latter pen is the first ballpoint to bear 
“Sheaffer’s White Dot mark of distinction.” 





Rubber Printing Set 


A complete rubber type print- 
ing set to fill office and 
home stamping needs is offered 
by the Carter’s Ink Co. Carter’s 
says the new set provides dealers 
with an additional market 
unfilled by conventional rubber 
stamps. A housewife or secre- 
tary can quickly compose 
desired stamp with the set, 
mailing instructions, 
numbers, 


most 


now 





any aes 
Carter’s says. 
bank checks, 
s, product information and prices. 
also be assembled to print tickets, etc. The 


include 


These 


lists, 


may 


addresses, notices, code 
The stamps can 


set comes with all 


name 


necessary equipment — a size O inked stamp pad, rubber type 
holder, a generous supply of rubber type letters and numerals, 


and tweezers. A new interlocking stamp unit holds type securely 
Carter’s adds that type and stamp base fit 
uniform alignment. Three sizes of type are available. 


together for sure. 















STEELGRIP PAPER CLASP 


A stainless steel clip to firmly 
hold loose papers up to 4” 
thick. High tensile stainless 
steel. Two sizes, junior 3” 
long, 36 to box; senior 
54” long, 12 to box. 


Everyone likes these profitable 
items for steady everyday saies 
and repeat business. Each item 
packed in attractive self-display- 
ing carton. 








SELF SERVICE VALUES that REALLY MOVE 


As long as they make pencils, 
you'll have a market for these 
bright nickel plated Fault- 

less Pencil Clips. 
of tempered steel. 

Thirty six on attrac- 

tive display card. 


Automatic Folding Machine 


electric 14 by 243 
called the Se. 
as fully. 


automatic is announced by My. 
tin Yale, Ine. to hap. 
dle all weights of stock, whig 
it folds perforates, scores gy) 
slits in separate or simul taneng 


A new 
folding machine 
enteen and described 


It’s said 





operations. “Priced below Con. 
all the popular folds and deliye, 
10,000 eleven-inch sheets per hour, and up to 15,000 sheets pe 
” Martin Yale 


24-inches, 


models, it 


petitive produces 


hour on smaller sizes, 
sheets up to 14 by 


claims. Capable of handling 
or as small as 2% by 614 Inches 
the Seventeen is described as the ideal companion folding machine 
for 11 by 17-inch duplicating equipment 
Standard equipment includes all folding rollers, two scoring roles 
roller. 


offset presses and 


and one perforating 
Desk-Top Collator % 
A new six-station desk-top col- 


lator for general office use has 


been developed by Farrington 
Business Machines Corp. Known 
as the Farrington Desk-top 
Gatherer, it collates 844” by 11” 


paper in sets of six 
sheets at the rate of 120 sheets 
per minute. It readily intermixes 
variety of paper weights 
and finishes. It operates quietly; 
and troubles with 


sheets of 


a wide 


“doubles” and 
virtually eliminated by 
minum trays. The 
hand, for the flick of a 
from the paper. A 
when the 


contoured alu- 
loaded with one 
lifts the pushers 
forms a dust cover 
Farrington Business Machines 


Needhar 


“misses are 


scientifically 
Farrington Gatherer 


may be 
automatically 
gathering rack 


switch 
hinged 
machine is not in use 
is a subsidiary of Farrington Manufacturing Co., 


Mass. 


Corp. 
Heights, 





















MEMO 
CLIP 






FAULTLESS 
PENCIL 
CLIPS 


S> 


Nothing like it for memos, 
menus, bills, recipes. Also 
doubles as a paper weight. 
Nickel plated base, stain- a 
less steel clip about 3” 
high, 12 to box. 





















Made 









prompt delivery DEALERS: Send for 


. samples and prices. 


D. VAN VALKENBURG (Co. 


Holyoke, Massachusetts 
---for more details circle 172 on last page 
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hofit-Perfect 


PICK-UP" 
PACKETS 


(ystomers SEE them 
You SELL them 








Cha | 


maAcE HL 
WELDON ROBERTS pueees <0, re, o wo 








CORRECT MISTAKES (N ANY LANGUAGE 
ee rae so a ” 








THE MANY STYLES 
THE ATTRACTIVE COLORS 
THE ACTUAL SIZES... 


of all-quality Weldon Roberts Erasers 


Each eraser individually contained in 
its own transparent packet 
Customers just can’t resist the im- 
pulse to select and buy. You'll simultaneously sell each cus- 
tomer several styles of Weldon Roberts Erasers . . . multiply 
Each packet clearly, attractively identifies 
number and price. 


ORDER & DISPLAY Weldon Roberts Eraser Packets 


Set up these ‘pick-ups’! 


your eraser sales. 
eraser hame, 


Write us now for samples and prices! 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
World's Foremost Eraser Specialists 









Enansus 


Correct Mistakes in Any Language a 
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COULD IDTEN 


exclaimed our sales manager when he saw the 
hundreds of orders and inquiries pouring in 
after our initial ad introducing the | 


ALL NEW...ALL ELECTRIC 


“PLURIMA ELETTRICA” 
10 KEY ADDING MACHINE 


WITH 


AUTOMATIC (visible) CREDIT BALANCE 


Fast ¢ Small: size of your letterhead e Sturdy « Guaranteed e 
Light and Portable: carrying case available « High capacity: 
Add — 8, Total — 9 (1c less than $10,000,000). ¢ Has all the 
features of expensive machines. 

EXTRA: Multiplication from One Motorized Key. 
EXTRA-EXTRA: Automatic Totals 


(Clears Automatically at Totaling) 


at the amazingly 
low retail price 
of only... 
PLUS 


$189°° 


(Slightly Higher West of the Rockies) 


10 YEAR PARTS GUARANTEE 





Keep our Sales Manager Happy — 
and do yourself a favor: write to 
us for information immediately! 


ALMA OFFICE MACHINE CORP. 


349 BROADWAY e NEW YORK 13, N. Y. 


Gentlemen: 
Please send us more information on the completely 
new EVEREST “PLURIMA ELETTRICA”. 


| 

| 

| 

| 

WIS IN ooo Joc oes cia caceu punts cumieecaamenel 
Street | 
| 

City ..... Zone State ... | 
Signed by | 
MS-14 | 
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New STAR Performer 


A DEALER MACHINE FOR 


Complete 
Portable 


* REAL COMPACT 


outstanding 

* REAL QUALITY FI sn 
* TOP PROFITS @WVT-p Slim, 
matching 


* BEST BUY 


A superb value 
Made Exclusire Importers 


in Spain 2 , 
re) Trading Corporation 
IMEXC 6 East 18th St., New York 3, N.Y. 


--- for more details see 139 on last page _ 


for full details and literature carry- 
cases, 



































NATIONALLY FAMOUS — 
PRESOLD FOR YOU! 


Sell ROWLES — the best known 
name in chalkhoards and cork bul- 
letin boards. Biggest profits, fast 
delivery and complete lines of the 
world’s finest 


@ CHALKBOARDS 
@ CORKBOARDS 


@ PEGBOARDS 
@ BULLETIN BOARDS 





Wall hanging, portable and cabi- 
net boards. All kinds, all standard 
sizes and specials on fast delivery. 





write for profit program and prices 


--- for more details see 161 on last page 




























| =) 
Security Mail Bags 





All security mail bags ae, 
by the Can-Pro Corp. ag ‘ 
equipped with a smooth \e4 
ating, built-in lock, the 
facturer advises. Made by 
Towne, the tumbler styl 
is key operated. Each igs 
ly riveted to a heavy 
patch on each bag and 
can’t be lost, it’s pointed 
The 14 by 18-inch bag 
here is of heavy canvas 
leather trim and a oy 
molded rubber bottom. The 
J says its complete line oy 
bags are also available in all leather, and in stand-up or 






















styles. 





Long Typewriter Ribbon 


A new extra-fine typewriter 
ribbon 6 feet longer than stand- 







ard ones has been placed on 
the market by the Carter’s Ink 
Co. Called Super Length Nylon, 
the new ribbon is said to pro- 
vide extra typing mileage, re- 
duce the number of changes, and 
wear unusually well because of 





















greater “recuperation time” be- 
tween type-blows. Carter’s claims SS | 
it has a precision blending of ink and weave, which resulig® 
extra sharp typing impressions. The ribbon comes with Carey 
exclusive Silver Tip to keep fingers clean during changes amy 
available in black and black-and-red inkings, expert and medi 
heavy. Usual lengths are 24 yards; widths are % by 9/16ind 










SRT: | on 


THE Dank Showman GIFT LINE 


traditionally fine quality 
year round traffic builders f 


Show your customers the 
Park Sherman line of 
outstanding desk accessories 
for home and office. 

Now offering the greatest 
sales opportunities in the gift 
field with the addition 

of many new and distinctive 
items in brass and nickel 
finishes. Every item 

smartly gift-boxed. 

Full details in the 1960-61 1776 

Park Sherman catalog. eaeape PAD 


x 
retail, $2.95 





1615 MEMO MASTER 4” x 6” retail, $5.00 

















1381 CLIP BOARD 
3” x 5” retail, $1.00 


PARK SHERMAN, Inc. ; 


| —) A subsidiary of Ketcham & McDougall, Inc. 
7 Roseland, N. J 
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pick the proven “profit” 


line of snapaparts 





¢ STANDARD 
e CUSTOM 
e STOCK 


Husiness 
forms 


Write now for latest 
dealership information 
plus our “Rush-Up 24- 
hour Quote Service” kit! 


















by 9/164ind, 


em 
ey 


l LINE 





nc. 


Inc. 
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YOGERSNA 


BUSINESS FORMS 


P.O. BOX 10425 
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(olonial APOTHECARY JARS 
Masterpteces in Glass’N’Wax 


for the unusual in “Giving” 





On left — No. 1203. 8" high x 334," diameter. Gold Peter Hunt 
design. Scented in three colors of candles. Pink is Carnation 
scented, Blue is Hyacinth scented, Green is Balsam scented. 
Gift packaged. $2.25 Retail. 

On right — No. 1202. 6%” high x 3” diameter with oldstyle 
label. Pink—Carnation scent; Pome—Balsam scent; Blue— Hy- 
acinthe scent: Lavender—Lilac scent; Beige—Sandalwood scent. 
Color matching artificial flower — with each jar. Packed 

1 dozen to carton. Retail $1.39 each. 


aati Colonial Candle (0. of Cape Cod, Inc. 


HYANNIS, MASSACHUSETTS 
- -- for more details circle 121 on last page 














PRE-SET FOR | 





~ PERFECT PUNCHING 





No adjustments, no gauges, 
nothing to mark — 

just insert paper 

and squeeze! Clix 

punches are permanently 
pre-set for proper center 
distances . . . save time 
and waste motion. 

Always accurate, 

jamproof, trouble-free. 


CLIX 

DOUBLE DUTY PUNCH 
MODEL 32 
List $5.75 


















PAPER 
PUNCHES 

















1-Hole Punches — Model 100X — List $.65 

2-Hole Punches — Model 2 — List $2.75 for 5”—12” sheets 
3-Hole Punches — Model 3 — List $3.75 
7-Hole Punches — Model 7 — List $7.50 


EE oe your Wholesaler or write fo 
NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 
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Stock up NOW on 

















OUTDOOR 
SKETCHING 
MATERIALS 


From the first green of Spring 








to the golden hues of Autumn, 

they’re in demand. Be ready 

with a full line of performance- 

proven Weber Materials. . 
Fine Artist Quality Colors 
Oils, Water Colors, Pastels 

... plus 
Vehicles - Brushes « Canvas 
Canvas Boards + Sketch Boxes 
Easels - Charcoal 





--- for more details circle 175 on last page 


F. WEBER CO. 


PHILADELPHIA 23, pa. / st. LOUIS 1, MO. 


71 
























a 
Punch and Fastener Set 38 


A desk model punch and 10 complete sets of Prestong R-20 
paper fasteners in one compact package has been introduced by 



































Charles Leonard, Inc. The punch is a sea-foam green color and 
has three Positions utilizing standard 2%- inch | centers. 





FOR SPACE SAVING « « e 


USE — SHELF FOLDERS 


LDE 
ett FOPMERS ann Gyives 
FULL 


MFG.CO.,INC. «© 1 MAIN ST., BROOKLYN 1, 


- ~~ for more details circle 174 on last page 








*f 


Three books full 
of top-selling designs 
in personalized cards for all 
tastes, priced for the volume 
market. Dependable, fast service. 


Book More 
Christmas Card 
Business with 





of Boston 


— 






antl ye 


© t 
— 4 
<= % 


Send for your 3 books today! a 


4 Greentree Publishers, Inc., Box 1513, Boston 4, Mass. : 
: Please send me your 3 books of 1961 Personalized Christmas Card designs. - 
UN IN acres : 
Sen ne a : 
¥ ADDRESS 7 ; ; 
a osnienecos Se ian 
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Transfer Lettering 
A new product named 

oe a stant Lettering” consists of 

A \ 9 by 15” plastic sheets on whi 
AAi. processed a font of letters | 
3 BCCG opaque black or white. Uj 


decals or similar produets 
DDDEE actual letter is transferred 
, the carrying sheet and on tg 
EEEEFE. surface with just a light 


ar sure. No backing OF Carty 
a 


sheet is transferred, just the} 

A f al ter itself. “Instant  Letteting 

44 comes in a variety of styles gy 

fa sizes and sells for $1.50 per gh 

Jeze 2: for most sizes. A sample gj 

catalogue of type styles may} 

obtained from Arthur Brow j 
New York 36, N.Y. 


Pen Merchandiser 40 

The Paper Mate Co. has in- 
troduced a new permanent fix- 
ture for its ball pens and refills. 
rhrough the use of this new show- 


Bro. Inc., 2 West 46th St., 


aiiiiiigii) 


case, retailers can display Paper 
Mate pens out front on open 
counters where the pens can be 
seen and handled, but are “as 
safe as under glass.” The open 
front, wood counter display is 
framed in polished walnut and 
holds 36 pens with space in the 
rear for reserve stock. There are 
also separate pockets for Paper Mate’s three types of refills, Al 
merchandise is clearly visible and the pens are held securely i 
place by a locking device controlled from the back of the dix 
play. By flipping a lever, the clerk can tilt all 36 pens for 
ward so that the customer can make a choice. 





A GOOD 
NUMBERING 
MACHINE 
AT *16.50 LIST 


..- A PRICE YOUR 
CUSTOMER WILL PAY! 


No. NM-2H, Size 2. Six 
wheel; consec., dupl., trip., 
quad. Chrome plated. 
List (incl. excise tax) $16.50 
less our regular discount. 


LOUIS MELIND CO. 


FOUNDED 1893 TELEPHONE GR 7-4200 
3524 NORTH CLARK STREET, CHICAGO 13 
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i a Poe 
YW rite 401] 
t 
DETAILED PRICE LIST TO 
THE WEIS MANUFACTURING CO., Monroe, Mich. 
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e Anchors Typewriter Firmly 
Millions of microscopic suction 
cups in the surface eliminate 
slippage, the greatest source of 
annoyance to typists. 


Reduces Noise Acts as an 
acoustical base . . . absorbs noise. 


e Lessens Fatigue 


e Increases Speed and Accuracy 
Se RO 


Standard and Electric sizes — eggshell, 
tan, green, gray colors 


ENOR CORPORATION 


- -- for more details circle 126 on last page 





*Unda Wunda is a trademark 
of the Enor Corp. 


55 Woodbine Street 
Bergenfield, New Jersey 
























AST 


UR 
PAY! 


Grae 


ix 
trip., 


6.50 
nt. 


ERS — 


“HEINES PUBLISHING CO., INC” 


Bringing to you a “KING SIZE”’ line of 
Card Playing Accessories 


Tallies Playing Cards 
Placecards Card Table Covers 
Scorepads Bridge Ensembles 
Rulebooks Bridge Party Paks 


Goren Items Notes and Stationery 





We offer you the most complete line of GOREN 
Bridge Rulebooks and Scorepads all personally 
revised with the new rules by Charles H. Goren. 





Write for our new 1961 Catalog. 
HEINES pustisHinc co., 


123 NORTH THIRD ST. 


INC. 





MINNEAPOLIS 1, MINNESOTA 


PICTURE 
OFA 


DEALER 


Who's Stocked Up On 


LOOSE LEAF . 
ACCESSORIES, 


Cuartes LEONARD 


as Co 
T a 


ll a 
LOOSE LEAF RINGS 


1 





LOOSE LEAF 


ALUMINUM SCREW POSTS 
BINDER SECTIONS 


AND EXTENSIONS 


PRONG PAPER FASTENERS 
ALL STYLES 


Write for Catalog 60A 


CHARLES LEONARD, Inc. 


. TWining 
4-6832 


Manutacturers of Loose Leaf and Stationery Specialties 














79-11 Cooper Ave., Glendale a7 Mm. Y. 








RIL, 1961 
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FOR SPACE SAVING « « e 
USE SHELF FOLDERS 


D 
gn Etf FOMPERS any Guives 





< 
FULL 3 





the WARSHAW 
MFG.CO.,INC. . 


1 MAIN ST., BROOKLYN 1, N. Y. 
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WEW WILHOLD 


GRANULES 


Small mineral granules, pigmented and coated 


DECORATING © MOSAICS © LETTERING 


INEXPENSIVE 
FUN - 


Spread a pattern of glue — Shake in 
Granules and there is a Mosaic Picture. 






No. 50K1 SCOUTS 
296 each KIT SCHOOLS.;*= 
Glue and 







SHUT-INS ~ 


AD NO. 


Granules 





Chic 





Optically ground and polished 
glass lenses. The unique green 
display stand makes 
sales easy. Each reader at- 
tractively packaged i 
scarlet and grey 
No. 735/10 
CONTAINS 





$1.75 ea. $3.50 

List 2.25 ea. 4.50 

List 2.75 ea. 5.50 

List 3.25 ea. 6.50 

rs_ List 4.50 ea. 9.00 
STOTAL RESALE VALUE $29.00 


One $2.00 Display Stand Free with 
Each Assortment 
PRICE TO DEALER — $17.40 
Open Stocks Available—Less 40% 
Many New Items Available 
WRITE FOR NEW OPTICAL CATALOG 














MG. CO., INC. 


P. O. Box 243 
Winthrop, Maine 





Aluminum HOLDERS 


for your Business FORMS 
LIGHTWEIGHT ® WEATHERPROOF 
SEND TODAY FOR OUR CATALOG 
JUST CLIP THIS AD TO YOUR LETTERHEAD 
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NEW PRODUCTS .... 2.22 + © am 


Folding Arm Chair 4 
A new folding arm cha 


said to provide many of the 
comfort features found only 
in fine office furniture hag 
been introduced by Howe 
Folding Furniture, Inc. Ay 
important comfort feature of 
the Howe “100,” as it is 
called, is its full length arms 
Most folding chairs, at best, provide only elbow rests. 
back and seat are cushioned with foam rubber. 
deep and 16” by 16” wide. 
the Howe Model “100” 
mains standing even when the seat is up. 





Arms, 
The seat is 9” 
In contrast with most folding chairs 
an independent fold; it re 
Units are packed two 


has seat 


to a carton. 


Shredding Machine Cabinet 4? 


The Shredmaster Corp., 384 
Woodcleft Ave., Freeport, N.Y., 
offers a sturdy, all-steel cabinet 
specially designed for its Ban- 
tam 10 paper shredding ma- 
chine. The unit features a large, 
removable bin and has 
drop-leaves on both sides for con- 
venient stacking of paper. It 
measures 2914” by 1514” by 19” 
(with 





waste 


lowered) and is 


mounted on easy-rolling 


leaves 
casters, 
which can be locked to prevent 
tipping. 


Bargain Table 43 


a 
of ti 





A new bargain table is being 
manufactured by Inter-American 
Products, 161 W. Huron St., Chi- 
cago, for use in unloading slow- 
moving merchandise. The 30” 
by 30” top is made of Marlite, 


The height is 31” with brass 
plated legs. The siding is 


trimmed with a 6” brass plated 
grill work. The price is $36.95., 
F.O.B. Chicago. 








\NexT Time You Hie 


Studio Cards 44 “A BIRTHDAY, [eT ve AO 


Sixty-one new designs for 1961 
have been introduced by Box 
Cards, Inc., 526 N. La Cienega 
Blvd., Los Angeles 48, Calif. Re- 
lease of the colorful 
Studio designs, on 


Everyday 
new coated 
stock, marked the largest single | 
release in the company’s history. 
Merchandising plans for the year 
include the introduction monthly 
of 24 new Everyday numbers in 
addition to the 1961 Box Cards 
Christmas line, as well as the re- 
gular seasonal releases. An ex- 
pansion program underway will 
enable the company to market a 
line of over 400 Everyday de- 
signs before mid-1961. The “Next 
Time You Have a Birthday, Let 
Me Know” card opens to read, 
“IT Blow a Wild Candle!” 
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New Erectomatic Clip-Type 
shelving from Columbia-Hallowell 
features “positive locking” dou- 
ble-grip clips which are said to 
eliminate shelf wobble while safe- 
ly supporting heavy loads. The 





etal Shelving 






a 












e 
* clips hook to side posts at any 
two points 1% inches apart. 
sdves can be placed on 8-inch centers. 







hoo! Pennants 

4 packet of 40 assorted 
smmed college pennants, 
, 244” long, are available 
+ the first time in a plas- 
ge-through envelope (314” 
+ $%”) with a list of the 
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i 





—N 
is 


different schools. These 
printed in authentic col- Qn. 
we colors, and are true rep- 


4s in miniature. Three dif- a 

‘ent sets are available, mak- 

ga total of 120 schools, no duplications. The price is $1.75 
vt dozen packets from B. Shackman & Co., 2 West 35th St., New 
York 1, N. Y. 
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new 


Coloring Sets 
% look and a 
concept called “Total Mer- 
chandising marked the ap- 
pearance of the 1961 Venus 
Paradise Pencil-by Number 
Coloring Set line at the 
American Toy Fair in New 
York. To increase consumer 
appeal, Venus created an en- 
tirely new collection of pic- 
ture subjects on themes child- 
ren are most interested in 
these days from Undersea 
Adventures to the Civil War 
The subjects then were divided into five different 


A new 


Centennial. 
wes of Paradise Sets keyed to basic age groups by subject, 


atticacy of design and retail price. Examples of the new full 
lor packaging are in the Series Nos. 100, 150, and 200, de- 
med to retail for $1.00, $1.50 and $2.00. Each series consists 


{ three different sets, each coordinated in size and shape, with 
: Mylar see-through window to show off the contents to good 


At the same time, each set in each series is indi- 
lually packaged with the name of the set and four-color illus- 
rations of all the completed pictures highlighted on each box 
wer. The merchandising plan also includes versatile point-of- 
chase materials including a starter assortment of the new 
Paradise Sets with a free-to~lealer display designed for 


tither on floor or counter. 


vantage. 


use 





p———— SNAPEX TAX & STOCK 
SUSINESS FORMS MANUFACTURERS 


W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 




















You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 

IMMEDIATE SHIPMENTS right from stock 


Write for trade PROFIT-PLAN now! 












Serving the trade from Coast to Coast 


BUSINESS SYSTEMS 


540 PEARL ST.. NEW YORK 7, N.Y. * Phone: BE 3-7133 
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pride... 


of ownership with 
Greater efficiency... 


Bigger profits . . . 
More flexibility . . . 
is yours with 
SAGINAW STEEL 
STORE FIXTURES 
for information write to 


SAGINAW INDUSTRIES CO. 
4 2119 S. Jefferson @ Saginaw 25, Michigan 


---for more details circlel163 on last page 
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If You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for /ess 
than half as much as average competitive 
safes, yet return you full profit. 
Big-safe features include Ver- 
miculite insulation, built-in 3- 
number combination lock, 
bank vault type lock bar, 2 
drawers. U.L. “C” label. Write 
for details. 









Model $-C 


Sentry S-3 safe plus con- 
cealing cabinet of genu- 
ine mahogany, walnut or 
blond wood. Suggested 
list 


Model S-3 
Sug. List 


$8995 


JOHN D. BRUSH & CO., INC., 580 West Ave., Rochester 11, N.Y. 





--~-for more details circle 117 on last page 





JUST OFF THE PRESS! 


HERE is the 
MOST COMPLETE 
CATALOG of 


Marking Devices, Rubber 







Stamps and Office 
Accessories Available 


352 pages of popular money- 
making items ready for imme- 
diate delivery. Send For Your 
Copy Now...Use it profitably. 


Faye. DIV. 


BANKERS & MERCHANTS, Inc. 
4410 N. Ravenswood Ave 





M4 Chicago 16, Ill 
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Remodeling Boosts Business 






fter the Kurtz Stationery Store at Clearfield, p, : 
was remodeled, sales volume is reported to har AS 
increased 20 percent. And at last report this volug a thr 
was staying up. answere@ 

“Nearly every customer who comes in remakf Numb’ 
about our beautiful store and what a pleasure jt, show ho’ 
to shop here now,” Charles T. Kurtz, Jr., says. Jl ing age! 
and his brothers Robert M. and John L. operate thei ticularly 
store. “We're delighted with the results of our mo. imports 
ernization program,” they say. “With our poy™ the thr 
arrangement it’s easy to handle increased  traffy the ele” 
We have good department identification (canop; Q. Ni 











letters). Sales have steadily risen.” inant tl 

Since 1894 the Kurtz Stationery store has bee § kill a 5 

7H . a landmark in the town’s main_ business district 98 T 
Begun as a printing shop, through the years it de % D 
Complete air conditioning, self-selection, and wide merchandise veloped into an outlet for stationery items. But a 0 H 
diversification are features of the recently remodeled Kurtz Station- time passed, so did the merchandising methods used 15 h 
ory store. hd — — —— gifts, appliances and Change became imperative and the brothers decide p 
eT sri ia ae patois to convert it to a self-selection setup — and remodd 14 1 
the entire store in the process. 12 1 

A store planning and display equipment manufac. 9 " 

turer was called in to make a complete survey of th 6 

— Se RWERLS Prin building. In accordance with wishes of the Kurt 6 
' ; management, engineering plans included heating air 4 
conditioning, lighting and color styling as well a 4 

fixturization. 3 

All-steel wall runs, island displays and natunl 8 

wood insert and show cases contribute substantially 2 


to the often-referred-to beauty of the remodeled store 


Color-stvyled in cameo beige, with black bases, th 2 
fixtures blend harmoniously with the aqua blue walls, Th 
white ceiling and the gray and aqua marbelized floor. | hin! 
Completing the inviting interior are four rows od 9 jad 


fluorescent light fixtures. 





pt peer 
Merchandise display was increased 100 percent J pen 
within the confines of the old operation. This allowed Q 
for addition of several new departments, such as me 
gifts, appliances and cameras. Also, many of the “ae 
Here's the newly added camera department. Unusual island unit mainstay departments — office supplies, pens, pencils, 9 
in foreground is used for small unit and delicate item display. forms, etc. — were greatly expanded. 
Customer approval of the entire remodeling job 
was indicated by the immediate 20 percent increase 
in sales volume. 
$ 
er inne 
arrce SUPPLIES =e 
7 Saeeee ' entes ety - 
r 
! 
le 
a 





This Bulman wall unit in the remodeled store is loaded with 
typical office supplies. 


Gift and appliance departments were added to the store, which 
helped increase sales volume. 
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Too Much Blarney 


Not Good for Sales 


ere’s an interesting rundown on 
H: three-question poll that was 
answered by 40 purchasing agents. 

Numbers preceding each answer 
show how many of the 40 purchas- 
ing agents gave it. It seems par- 
ticularly significant that the most 
important consideration in each of 
the three response categories was 
the element of time. 

Q. No. 1) what are the predom- 
inant things that salesmen do that 
kill a sale for their company? 

98 Talk too much and too long 

9% Don’t know their business. 

92 High pressure tactics. 

15 Misrepresentation of product, 

price or delivery. 

14 Try to bypass P.A. 

12 Too critical of competitors. 
Too superior. 

Too breezy. 

} Fail to give service. 

Not neat. 

Call at inopportune times. 
Failure to follow up inquiry. 
Appeal to sympathy. 

Make commitments they are 
unable to keep. 

2 Solicit by telephone. 


owe 


oS 


Three purchasing agents couldn’t 
think of a single “fault.” Others 
had some obviously personal pet 
peeves. One complained that sales- 
men didn’t ask for the order. 

Q. No. 2) How ean salesmen 
cut down their waiting time in 
your reception room? 

25 By making appointments. 


7 Calling at convenient hour or 
day. 

7 Be willing to make a brief 
sales talk. 

3 Check with receptionist. 

2 Willing to talk with assistant 
buyer. 

2 By stating purpose. 

1 By sending product informa- 


tion in advance. 

1 By not calling too often. 

Actually most purchasing agents 
report that this is no great prob- 
lem; an effort is made to see all 
salesmen promptly. The obvious 
answer to what the salesman him- 
self can do to cut down waiting 
time is to make an appointment. 


Q. No.3) What do you consider | 


to be the salesmen’s obligations to 
you when he ealls? 

40 To give accurate information 

about his product without 
wasting time. 
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To keep buyer posted on 

product developments, prices 

and take care of problems. 

i To bring ideas and suggest- 
tions, 

i} To provide prompt 
and follow-up. 

3 Not to hedge on price. 


~ 


~ 


service 


It’s the latest, greatest achievement in 
movable partitions -WORKWALL! 
Comes in 5 wood-grain finishes and 4 
pastel colors styled by American Color 
Trends in stain-resistant, easy-to-care- 
for, plastic-finished Marlite. 

Perfect for offices, industry, institu- 
tions, schools—and wherever changing 
conditions require the flexibility of 
movable partitions and the desirability 
of color-coordinated finishes that mix 
*n match to your heart’s content. 

And WORKWALL’S one, exclusive, 


3 Be willing to listen to P.A. 
and not argue. 

3 Full and sincere cooperation. 
“He should have something to 

say. He should say it. He should 

get out.” This is the way the 

opinions of 40 purchasing agents 

could be summed up. 





with WORKWALL 
plastic-finished Marlite 


partitions that move 

and work...in 9 different 
co/or-coordinated 
finishes! 





patented system accommodates any 
elevation from as low as 42-inches to 
as high as 12-feet. 

Workwall also permits all types of 
utility attachments to be locked into 
post channels without defacing the walls 
in any way. 

And you’re able to offer all this at a 
low, low price—defying comparison— 
that brings high-style, individualized 
movable partitions well within the 
reach of all your prospects—at a man- 
sized profit to you! 














MOVABLE PARTITIONS AND PANELING 
Division of L.A. DARLING COMPANY 
Bronson, Michigan 








WORKWALL DIVISION. Dept. 94MS 


L. A. Darling Company 
Please s 


Bronson, Michigan 
i Workwall Catalog No. 500 
| 
Company__ 
Street____ 


a 


eeeeeeeeeeeeseeeeseee 
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How to 





Trade Up Pen Sales 


recent survey of the pen business pointed out that the annual sale 

of fountain pens were only 44 million against 485 million units of ball. 

point pens. Even in view of these figures, many dealers agree it would he 

a serious mistake to concentrate all effort on the volume utility sales jp. 
stead of “trading up” to higher priced pen lines. 

But, how to trade up? That is the question. 

Dealers who have concentrated without much success on the more 
obvious advantages of fountain pens, such as greater flexibility in points, 
more elaborate styling, etc., have in most cases completely overlooked ap 
effective sales tool right in thir own back yards—their own engraving 
or imprinting machines, which could add much glamor and pride of own. 
ership to a gift pen by personalizing it with the user’s own name. 

Why this neglect in personalizing fountain pens when the very same 
machines are being used to advantage for monogramming writing papers, 
notes, book matches, paper items, and imprinting Christmas cards? The 
answer seems to be that dealers make an extra-charge and extra profit 
in monogramming these other items, whereas in too many cases engraving 
the name on a fountain pen has been offered free. 

This habit had its origin during the depression years, when many 
dealers were only too glad to offer an extra inducement to trade up a sale. 
| With the return of prosperity, however, most dealers felt this free service 
| no longer necessary. While they continued to engrave the name when, if 
| and as the customer asked for it, they no longer continued to promote 
it enthusiastically. The result was a definite decline in dollar volume, 





vors—vo-mes oro (O00EEN) | 


LINOLEUM 


= <x, Desk Top Cleaner 


Easy to apply. Pour it on — Wipe it off. 
Contains magic miracle compound that penetrates 
Stubborn grit and grime. Brings back original finish. 
1 Pint—$1.25 Doz. Pints—$12 
(WEST COAST SLIGHTLY HIGHER) 


Order today. Money back guarantee. 































supply of Scott 
2-ply wipers with 
sample or first order 





in mer 
DESK VAI LOOK BRAND NEW IN 2 MINUTES! 

sonicated (| WIEMER’S, EC, ver. s 
“Caan” 70 Vernon Street Bridgeport, Conn. _ 









invited. 
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* GREATEST FLAG VALUE IN AMERICA! * 


he * FINEST QUALITY + 
* * * IMMEDIATE DELIVERY 


Everybody wants and needs the NEW 50 stat 
Flag. A terrific give-away or fast moving premium! 
+1356 Kit: 3’ x 5’ two ply, heavy cotton bunting. 
Weather-fast, Embroidered Stars, Sewed Stripes. 
6’ Jointed Oak Pole, Ball top, and Halyard, Metal 


«x Bracket. Quality exceeds gov’t. spec. Dealer's yy 
volume wholesale price on Kit, $4.50 ea. On Flag 
only, $3.00 net. 
x Special Premium +235: Heavy Sheeting, Printed 


Stars, Sewed Stripes. Flag only, Net to Dealers 
$1.50 ea. Kit 2356 Complete Flag Kit with 
. #235 Flag, Net to Dealers $2.65 ea. 

Discounts to quantity users. Rated Accounts only. Sample Fla .00. Write for 1961 Brochure. 


ATLAS FLAG CORP. OF AMERICA BeNTON., ILL: 





Buy from the Flag Mfr. Others Depend Upon! 
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hecausc a “free” service that is 
given Caly when and as asked for 
does not begin to sell as much 
merch: idise as a “paid for” service 
that is promoted enthusiastically 
and made a part of each sale. 

A shrewd dealer today might in- 
struct his sales people to say, 
“Now, for only $1.00 extra you 
can add a personal touch to this 
pen by having the name put on in 
genuine 23-K gold letters, and it 
will add a lot to the gift.” Nine 
times out of ten it will help the 
customer decide on the _ better 
quality, higher priced pen. Few, 
if any, complaints will be heard 
about the extra charge. On the 
contrary, most customers will be 
pleased with the idea and_ will 
thank the sales person for the 


suggest ion. 


NOFA Honors Outstanding 
Dealers, Salesmen of Year 

Awards honoring “Mr. Office 
Furniture Dealer of 1960” and the 
“Outstanding Office Furniture 
Salesman of 1960” were presented 
in New York City February 25 
during the annual banquet of the 
National Office Furniture Assn. 

Herman Klein of Miller Desk 
& Safe Co., Los Angeles, was 
named “Mr. Office Furniture 
Dealer of 1960.” He has been ac- 
tive in NOFA both nationally and 
on the West Coast, serving most 
recently as activities chairman for 
the Association. 

F. E. Strate of Columbus Blank 
Book Co., Columbus, Ohio, was 
cited as “Outstanding Office Fur- 
niture Salesman of 1960.” 

Runners-up in the dealer cate- 
gory included Morris Robinson, 
Robinson Furniture Co., Detroit, 
Mich.; Raymond E. Long, Wiemer 
& Long, Inc., Bridgeport, Conn.; 
W. Russell Healey, Healey & 
Company, Fresno, Calif.; Howard 
S. Weiss, New England Stationery 
Co., Providence, R.I.; and Clark 
C. Briggs, Farnham’s, Minneapolis, 
Minn. 

Those honored in addition to 
Mr. Strate in the “Outstanding 
Salesman” category were Anthony 
De Simone, Horder’s, Chicago, a 
previous winner; Robert E. 
O'Reilly, O'Reilly Office Supply, 
Fort Wayne, Ind.; William Dun- 
lap, Desks. Inc., Chicago, IIl.; Ted 
Davis, D. Waldner Co., Mineola, 
N.Y.; and Robert Stevenson, 
Wiemer & Long, Bridgeport, Conn. 

Trophy presentations were made 
by the previous year’s “Outstand- 
ing Dealer,’ Gerald Hall, Desks, 
Inc., Chicago. 
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NEW! K&C Budgetfine 
STORAGE CABINETS 


e 4 COLORS 

e@ Baked enamel finish throughout 

e@ 18-gauge steel frame throughout 

e@ Two chrome finished handles... 
3-way Paracentric lock 

e 4 shelves, 5 compartments 

e Simplest to assemble e Shipped KD 
@ 72” x 36” x 18 


make money «keep it@a” 
when you sell K«C quality 


= = K&C quality cuts costly servicing, so you keep 
ae : = your profits on our fast-moving promotional steel 


equipment. 








Ln 4 Files, desks, storage cabinets, combination units 
. of=4 . . . all are precision made of heavy gauge 
LJ steel, quality-finished in a choice of colors. 


Write, wire, phone TODAY for complete catalog and price 
list and NEW KGC Ist ORDER Bonus Plan. 


Zz. 8 Newspaper Mats Available Napez 
[Ke @BveraC'eropucrs co., inc. 


1007 Greene Ave., Brooklyn 21, N. Y. © HYacinth 1-4510 
OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
Representatives: a few choice territories available; Inquiries invited. 
--- for more details circle 141 on last page 








ae a ns 


SEA SS 
FOAM : 
BOND 
CARBONSETS 

et )3=—s ca eee 


TIME Foam Bond. 
BECAUSE . . . Carbonsets cost no 


& more than unwater-marked sets. 
BECAUSE .. . they’re self-teach- 


MONEY! ing. Complete instructions im- 
© printed on every set. 


Lor 2 ye / WRITE TODAY FOR A FREE SAMPLE PACKET OF CAR- 
See Y 5 BONSETS. Dept. MS-461. 








dee CtUns CURED Ce CE Ce CE ED OD ee oe ee ee ee 


21 STATE HIGHWAY 10 HANOVER, NEW JERSEY 
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Fisher 
BALL PENS 


/ OFFICE 
PENS 


® ALL COLORS 

® REGULAR INKS 

@ REPRODUCING INKS 
@ MEDIUM POINTS 

@ FINE POINTS 


Fisher 
MEANS QUALITY 


and 


EXTRA PROFIT 
FOR YOU 


WRITE FOR CATALOG 


FISHER PEN CO. 


FOREST PARK, ILLINOIS 
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furniture 


| section 





YOURS 
aia 


Mimeograph, Offset Supplies 
Polychrome Corp., 2 Ashburton 
Yonkers 2, N. Y., manufacturers of sup- 

| plies for all printing and duplicating proc- 
esses, has published a 1961 Catalog of Off- 
set Supplies and a new 1961 Catalog of 

Mimeograph Supplies. 

illustrations 

mimeograph catalog shows 


various stencils, duplicating inks, styli, let- 


full product descriptions and 


in color. The 


tering guides and related stencil supplies. 


File and Index Catalog B 

Amberg File and Index Co. 
a new + 1060, 
product information and illustrations, cost 
and data, and other in- 
ordering. Stationers 
may obtain a copy by writing _— PR-1, 
Amberg File Index Co., Kankakee, 
Ill. 


has released 
catalog, with 56 pages of 
transportation 

formation to simplify 


and 


MICR Booklet Cc 

A 48-page booklet explaining Magnetic 
Ink Character Recognition and 
142 most frequently 


answering 
asked questions about 


magnetic ink check encoding is available 
from A. B. Dick Co., Chicago. It dis- 
cusses the American Bankers’ Assn. speci- 
fications for MICR; requirements and 
costs for check imprinting installations, 


technique; of imaging masters, check im- 


printing, and quality control; and details 

of check book use. 

Aluminum Holders for Forms D 
A catalog and price available from 

Saunders Mfg. Co., P.O. Box 248, Win- 


describes a line of 


throp, Maine, 


holders for 


aluminum 
forms. The feather- 
weight holders come in of sizes 
and 


business 
a variety 
steel 


designs, with 


clips and piano 
hinge covers, for use with all types of | 
snap-out forms. 
Steel Equipment Catalog E 


A new 100-page general 
100-K) has been releaced by 


Products, illustrating a 


catalog (No. 
Lyon Metal 
complete line of 
steel equipment products fer business, in- 
dustry, homes. A free 


institutions and 


copy may be obtained by writing the com- | 


pany at 1 Plant Ave., Aurora, Ill. 


Metal Furniture Catalog F 
Peerless Steel Equipment Co., Unruh & 
Hasbrook Aves., Philadelphia 11, Pa., 


released a complete 


has 
and comprehensive of- 
fice furniture price list, 
lines with the 
“8800” “9800” 


section cov- 


Designer 
temporary 


and Olympic Con- 
A front 
cabinets and a rear 
four desks 
Several pages are 
information, 


furniture. 
ers nine lines of filing 
and 
devoted 


color range 


covers lines of 
components 


to technical 


other informative data 






Al 
Ave., | 


Both catalogs carry | 


containing all their | 
exception of the | 


and 








LOW COST 
STORE FIXTURE 





PROVED BY THOUSANDS 
TO INCREASE: 
® IMPULSE BUYING 
@ SELF-SERVICE 
@ RELATED ITEM SALES 
SELL MORE — SELL FASTER — SELt 
EASIER . . . all with the amazingly 
LOW-PRICED, HIGH-QUALITY, FLEXO- 
SPACE. Self-Service makes it easier 
for your customers to buy. 
USABLE SELLING SPACE ALL AROUND 
the entire Island NO BLIND 
SPOTS! Use in all departments. 
Write today for full details of how 
YOU can make your sales soar at an 
unbelievable low cost with FLEXO- 
SPACE. 


FREE ALL NEW 50-PAGE 
WHOLESALE DISCOUNT CATALOG 
WRITE: ADD SALES CO 
829 YORK STREET 
MANITOWOC, WISCONSIN 


--~- for more details circle 104 on last page 








how to bring the most 
important business men 
in town to your store 
show & —— 
CLEARTYPE® 


SALES MAPS 


U.S.A. © SECTIONS ® STATES 
COUNTIES ® CITIES 


For binder, desk and wall use— 
retail 10c to $3.50 and up. 
@ Push Pin and Magnet Systems 
@ Sales Control and Commercial 
Atlases 


Full line of laminated wall 
maps. FREE DISPLAYS & 
RACKS. Liberal Dealer Dis- 
A counts. Write for 
complete new 


| o3 Catalog TODAY! 


AMERICAN MAP COMPANY, 
Street ¢ New York 





IN( 


3 West 61st 
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[START WITH | 
GOES LITHOGRAPHED 
BORDERED BLANKS | 


PRODUCED IN 2 OR 3 COLORS . . . COPYRIGHTED 
DESIGNS . . . CHOOSE FROM OVER 1683 DESIGNS 


Cr 
YOUR COPY 
for OVERPRINT . on coo 


RESULT . 
HIGH QUALITY, LOW 
COST, COLORFUL 


e COUPONS 

e GUARANTEES 

@ WARRANTIES 

e AWARDS 

e@ CERTIFICATES 

e FUND VOUCHERS 

e ENCLOSURES 

e DIRECT MAIL RESULT PULLERS 
e INSTRUCTION CERTIFICATES 
@ INSPECTION CERTIFICATES 
e MEMBERSHIP CERTIFICATES 
e ORDER FORMS 


Goes 


LITHOGRAPHING 


COMPANY 


42 WEST 61st STREET 
CHICAGO 21, ILLINOIS 
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YOURS FOR THE ASKING 


S 


new 


Seating Catalog 

The Stylex Seating Co. offers a 
illustrated catalog covering their extended 
of 
model posture chairs and Stak ‘N’ Gang 
chairs. 


line office chairs, including new high 
The eight-page brochure describes 


seven Stylex series of contemporary chairs 


Drafting Scales Bulletin H 

V. & E. Manufacturing Co., 766 So. 
Fair Ooks Ave., Pasadena, Calif., has re- 
leased a_ bulletin architects and 
gineers scales, the latest in a series of new 
catalogs and bulletins. Construction 
tures, classification of scales and size ran- 


on en- 


fea- 


ges are described in Catalog Sheet No. 

60-AE. 

New Photocopy Line | 
A brochure describing the recently in- 

troduced Triangle photocopy equipment 


line has been published in two colors, com- 
plete with 
copy may be obtained by writing Dept. 
F., Triangle Business Machines, Inc., 1808 
S. Main St., Los Angeles 15, Calif. 


specifications and prices. A 


Store Front Heaters 

A new line of electric infrared Comfort 
Heaters for creating comfort conditions in 
front of and entrances is 


store windows 


described in a new eight-page, two-color 
Bulletin (CH-100) available from 
toria Corp., 1200 N. Main St., Dept. 87A, 
Fostoria, Ohio. 


Fos- 


Industrial Photocopy Brochure K 

The 33. industrial 
produced by Peerless Photo Products, Inc., 
Shoreham, L.I., N-Y., de- 
tail in a two-color, bro- 
chure, which 


photocopy products 
is described in 
new four-page 

three charts 
The line is divided 


also includes 
giving suggested uses. 
into three basic groups of silver sensitized 
photocopy products: slow contact, standard 
contact and projection speed papers and 
cloths. 


Screen, Partition Data 
A portfolio of illustrations in color, show- 


ing various types of aluminum framing 
for glass, as well as for flat or corru- 
gated plastic panels, has been published 


by Stelzer Moldings, Inc., 23184 Keller St., 
South Bend 28, Ind. Subjects include room 
dividers, privacy cubicles and other en- 
closures and partitions for business, indus- 
try and institutions. 


M 


Business Forms Catalog 


Amreco Business Forms, 564 E. First 
St., Boston 27, Mass., has issued a new 
“Cata-List,” a combination catalog and 


for 


is bound in a 


dealers. It 
binder 


price list business forms 


loose-leaf with a 
vinyl cover, contains 166 pages plus 62 


pages of stock cuts. Designed as a one- 


source reference for forms dealers, it has 
separate sections for register forms, All- 


set forms, continuous carbon-interleaved 
forms, fanfold forms, autographic registers 
and special forms. 
particular products can be furnished in- 


dividual sections in separate binding. 


Dealers who emphasize 














ENSEMBLES WITH 
WRAPS, CARDS, 
RIBBON 


with the 


TUTTLE Line! 





GIANT 
PRINTED ROLLS 






Here are Tuttle’s 
Newest, FAST-CLIMBING Items 


There’s a mountain of sales potential in the 
Tuttle line of Gift Wraps and other paper 
“Specialties” for Every Day and Special 
Holiday selling. Its wide variety of colorful 
new gift wrap designs in folds, packets and 
cutter box rolls plus its sales alluring tissue 
Papers assures you of profit items that “sell 
themselves” day in and day out. WRITE for 
complete information today! 


CUTTER BOX 


ALSO PLAIN OR 
SPARKLE TISSUE FOLDS 





A Peak Seller, anytime . . . Tuttle’s 
“FLORAL VINE” Tableware Ensemble 


Integrated design of this tableware ensemble 
puts extra eye appeal in place settings; for 
every occasion. Sell as set, in any unit com- 
bination or as individual items. Ensemble 
includes luncheon and cocktail Napkins; 
dinner and dessert Plates; hot and cold 
drink Cups and Table Cover. 


OTHER 
DESIGN 
MOTIFS 
AVAILABLE 


Wy 


TUTTLE PRESS COMPANY 
APPLETON ® WISCONSIN 


--~-for more details circle 169 on last page 
81 











CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. 
Minimum Order: $6.00. Names and address are te be included 
Initials or sets of figures are to be counted as one word. 


RATES: 30c a word. 
in the count. 





HELP WANTED 


HELP WANTED 





Salesmen now calling on gift stores, drug stores, 
etc. We are a 3l-year-old publisher of studio 
and humorous greeting cards. 25% commissions. 
Prepaid shipments. ree racks, etc. Box 305, 
MODERN STATIONER AND OFFICE EQU IP- 
MENT DEALER, | East First Street, Duluth 2 

Minnesota. 1.63 


AAAI MANUFACTURER seeks REPS now call- 
ing on office supply and equipment trade in 
Middle West, South and Southeast to handle 
leading typewriter cushion. Box 314, MODERN 
STATIONER AND OFFICE EQUIPMENT 
DEALER, 1 East First Street, Duluth 2, Minne- 
sota. 4-61 

SALES REPRESENTATIVES WANTED 
Direct Importer and Distributor offers world- 
famous prestige line of West-German Portable 
Typewriters. Three models, all top quality & 
promotionally priced, well-introduced and_ in 
great demand. Active account in each territory. 
Realignment of sales forces offers protected ter- 
ritories in South, Southwest, Midwest and New 
England. Also fine Swiss Spirit Duplicator. Ex- 
cellent Earning Potential on commission basis. 
Replies held in strict confidence. Will also con- 
sider capable, aggressive men with one or two 
non-conflicting lines. State background, territory 
covered & other lines. Box 312, MODERN 
STATIONER AND OFFICE EQUIPMENT 
DEALER, 1 East First Street, Duluth 2, Min- 
sota. 5-61 











Tep saleomen wanted for Chicago area—order 
takers not wanted. Top prestige line of bronze, 
well known throughout country is available (no 
imports). Chicago Merchandise Mart showroom 
is desirable, but secondary to traveling sales- 
man who has following in department and sta- 
tionery stores. Box 313, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER, 1 East 
First Street, Duluth 2, Minnesota. 4-61 





Sales Representatives wanted for imported Mir- 
acle type dry cleaner TYPEX; excellent side 
line; exclusive territories available. Contact: 


LEXINGTON, 42 Lexington Ave., New York 


There's 


SALES MAGIC 





DRAWING TUBES & KITS 


AND NEW 


GLITTERBROIDERY 
FOR GIRLS 


Glitterizes paper, fabric, leather, metal 
in seconds! 12 colors, 3 sizes, blister 
packs, revolving racks and merchandis- 
ing deals available. 


Write for 
FREE samples and information 


O. E. LINCK CO., INC. 
Clifton, N. J. 
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AMAZING PROFITS selling office machines 

new, rebuilt, all makes ALL LANGUAGES 
TYPEWRITER CO. (M) 121 West 23rd., New 
York City. CH _3-8086 6-61 

SALESMEN WANTED 

Manufacturer of typewriter covers and pads 
wants Salesmen all territories. Excellent side- 
line for men calling on typewriter dealers and 
stationers. Box 317, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER, | East 
First Street, Duluth 2, Minnesota. 4-61 


LINES WANTED 


Line wanted for the state of Florida. Strong 
following in stationery and department stores. 
Prestige references. Box 315, MODERN STA- 
TIONER AND OFFICE EQUIPMENT 
DEALER, 1 East First Street, Duluth 2, Min- 


nesota 4-61 


FOR SALE 
OFFICE AND SCHOOL SUPPLY STORE in 


county seat of 7500 for sale. Excellent fran- 
chises, best traffic location. Absentee ownership. 
Howard Bush, Box 231, Neosho, Mo. 4-61 
Retractable ball point pens, 4/2c, No. 10 win- 
dow gp ge $3.25 per 1000. Typewriter pa- 
per, sr ream. Eight volume encyclopedia 
sets, $3.50. Possibly 100,000 bargains. Box 
564M, Houma, Louisiana. TF 


Office Supply, Stationery, Card Store, Chicago 
North Side, establ. over 40 years, expert help. 
Inventory $20,000.—Owner retires. Box 316, 
MODERN STATIONER AND OFFICE EQUIP- 
MENT DEALER, 1 East First Street, Duluth 2, 


Minnesota 














THE 


UNUSUAL 


iS USUAL 
in Ed-U-Cards! 


CARD GAMES @ 


Card Games to 
Grow Up with 


World's largest variety of children’s 
card games all in one display— 


now with 


YS “ z OVIE” backs 
a FLIP-M 
STILL ONLY 29¢ 


Ed-U-Cards Mfg. Corp. 


13-05 44th Ave., Long Island City 1, N. Y 
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1961 


March 11-17—11th Int'l Toy ang 
Fair, New York. 

April 19-21—Wholesale Statione 
annual convention, Edgewater 
Hotel, Chicago. 


April 27-May 1—Nat’l Art M 
Trade Assn. convention, Biltme 
tel, Los Angeles. 


April 28-May 1—Nat’l Assn. of @ 
Stores convention, Hotel Dg 
Miami Beach, Fla. 


May 14-16—Stationery & Office 
ment Guild of Canada, 28th 
convention, Sheraton-Mount Roy; 
tel, Montreal. 


May 14-19—New York Stationeryil 


June 18-21—Nat’l Office Machine} 
ers Assn., 36th annual conventiong: 
hibit, Grossingers, New York. 


Sept. 18-Oct. 18—National Interi 
sign Month. 


Sept. 23-27—National Stationery 
Office Equipment Assn., con 
exhibit, The Conrad Hilton 
Chicago. 

Oct. 1-7—National Letter Writing 
Oct. 14-17—Fifth annual Eastern @ 
mercial Stationery Show, New 
Trade Show Building. ; 

i _—_—____—___—_e 


WANTED: 


BY EVERY LARGE MAILER” 
IN YOUR CITY * 














Custom Zoned 
Parcel Post Map..« 


shows zones to all parts of U. Sy 
rates to 1700 Parcel Post units. 


@ Big (23 x 29) @ Rugged Stock 7 
@ 3 Colors @ Retails at $2.95 


DEALER INQUIRIES INVITED 
ACE MANUFACTURI 


1010 W. Broadway 2 Steelev 
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page is provided fer your convenience. To obtain additional information on new products, trade literature and advertised products in this 
simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


JEBTISED PRODUCTS 
01 Acco Products, Inc. — New binder — 
page 51. 
02 Ace Fastener Corp. — Staplers, staples 
— page 3. 

103 Ace Manufacturing — Parcel Post map 
— page 82. 

104 Add Sales Co. — Store fixture — page 

105 Addo-X, Inc. — Duplicating Machines 
— page 49. 

106 All-Rite Pen, Inc. — Office pen — 
poge 22. 

107 American Mop Co., Inc. — Sales maps 
— page 80. 

108 Anco Wood Specialties, Inc. — Folding 
table — page 64. 

109 Apex Business Systems 
forms — page 75. 

110 Apsco Products, Inc. — Stapler, punch, 
pencil sharpener, staple remover — 
page 44, 

11] Arrow Fastener Co., Inc. — Stapling 
equipment — page 50. 

112 Atlas Flag Corp. of America — 50-star 
flag — page 78. 

113 Bankers & Merchants, Inc. — Office 
accessories, catalog — page 75. 

114 Bates Mfg. Co., The 
machines — page 18. 

115 Bee Paper Co., Inc. — Artists’ papers 
— page 78. 

116 Bostitch, Inc. — Colored staplers — 
pages 13-14. 

117 Brush, John D., & Co., Inc. — Safes — 
page 75. 

118 Burroughs Corp. — Checkwriters — 
page 42. 

119 C-Thru Ruler Co. — Measuring devices, 
display — page 64. 

120 Clark, Keith, Inc. — Calendars — page 


. 
— Business 


— Numbering 


Simply circle the num- 
ber of the oroduct or 
service you would like 
to know more about 
and drop this card in 
a convenient mailbox 
No postage is needed 


- 
~<—aae eee em eee ee eS eS SS See wwe 


MODERN STATIONER 


Colonial Candle Co. of Cape Cod, Inc. 
— Decorative candles — page 71. 
Cooks’, Inc. 
4th cover. 
Dennison Mfg. Co. — Crepe paper — 
page 39. 

Eaton Paper Corp. — 
assortment — page 46. 
Ed-U-Cards Mfg. Corp. — Games — 
page 82. 

Enor Corp. — Typewriter pad — page 
73. 

Equipto Div., Aurora Equipment Co. — 
Book shelving — page 40. 

Eversharp Pen Co. — Pen assortment 
— page 61. 

Fisher Pen Co. — Ball pens — page 
80. 

Freund-Mayer & Co., Inc. 
wax — 3rd cover. 

Gibson, The C. R., Co. — Wedding 
books — page 53. 

Gibson Greeting Cards, inc. — Studio 
card displayer — page 59. 
Globe-Wernicke Co., The — Office fur- 
niture — page 10. 

Goes Lithographing Co. 
service — page 81. 
Heines Publishing Co., Inc. — Card 
playing accessories — page 73. 
Heyer, Inc. — Drawing-tracing scope 
— page 64, 

Higgins Ink Co., Inc. — India ink car- 
tridge — page 52. 

Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 54. 

Imexco Trading Corp. — Portable type- 
writer — page 70. 

imexco Trading Corp. — Portable type- 
writer — page 67. 


— Binder assortment — 


“Tel-Address” 


— Sealing 


— Printing 


K & C Metal Products Co., Inc. — Stor- 
age cabinets — page 79. 


Kingsley Machine Co. — Monogram- 
ming machine — page 67. 


143 


144 


145 


146 


147 


Leonard, Charles, Inc. — Loose leaf 
accessories — page 73. 

Linck, O. E., Co., Inc. — Decorating 
tool — page 82. 

Little, George, Management, Inc. 
New York Stationery Show — page 55. 
Master Addresser Co. — Duplicating 
equipment and supplies — page 48. 
Melind, Louis, Co. — Numbering ma- 
chine — page 72. 

Merriam, G. & C. Co. — Dictionary 
page 41. 
Micropoint, Inc. 
pages 15-16. 
Modern Steelcraft, 
page 60. 

National Cash Register Co., The 
Bookkeeping machine — 2nd cover. 
New England Paper Punch Co. — Paper 
punches — page 71. 

Oxford Filing Supply Co., Inc. 
Dealer training program — page 43. 
Park Sherman, Inc. — Gift 
page 70. 

Perry-Sherwood Corp. — Type correc- 
tion paper — page 45. 

Regency Thermographers — Wedding 
stationery — page 62. 

Regna Cash Registers, Inc. — Cash 
registers, adding machines, safes — 
page 57. 

Remington Rand — Adding machine 
— page 17. 

Roberts, Weldon, Rubber Co. — Eraser 
packets — page 69. 

Rogersnap Business Forms — Business 
forms — page 71. 

Rowles Mfg. Co., Div. of Beckley-Cardy 
— Chalkboards, bulletin boards — 
page 70. 

Rust Craft Publishers —- Christmas gift 
wrappings, cards, accessories — pages 
20-21. 

Saginaw Industries Co. — Store fix- 
tures — page 75. 


— Marking pen 
Inc. — Files 


items — 
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ADVERTISED PRODUCTS 


Saunders Mfg. Co., Inc. — Holders for 
business forms — page 74. 

Seneca Novelty Co., Inc. — Rulers and 
yordsticks — page 66. 

Star Forms, Inc. — Business forms — 


page 66. 

Swingline, Inc. — Stapling equipment 
— page 9. 

Testrite Instrument Co., Inc. — Magni- 


fiers — page 74. 

Tuttle Press Co. — Gift wraps, paper 
tableware — page 81. 

Type/Rite Corp., The — Carbon inter- 
leaved bond paper — page 79. 
Underwood Corp. — Portable type- 
writers — page 47. 

Van Valkenburg, L. D., Co. — Clasps, 
pencil clips, memo clips — page 68. 
Venus Pen & Pencil Corp. — Ball pencils 
page 4. 

Warshaw Mfg. Co., Inc. — Shelf fold- 
ers — pages 72-74-75. 

Weber, F., Co. — Sketching materials 
page 71. 

Weis Mfg. Co., The — Files — page 
73. 

Wiemer's, Inc. — Desk top cleaner — 
page 78. 

Wilhold Glues, Inc. — Color granules 
— page 74. 


Wilson Jones Co. — Manifold books 
— page 6. 
Workwall Div., L. A. Darling Co. — 


Office partitions — page 77. 

World Publishing Co., The — Dictionary 
— page 19. 

Sheaffer, W. A., Pen Co. — Pen and 
pencil assortment — page 65. 
Carter's Ink Co., The — Carbons and 
ribbons for electric typewriters — page 
63. 

Alma Office Machine Corp. — 10-key 
adding machine — page 69. 

Sterling Plastics Co. — Desk top moist- 
ener — page 54. 

Greentree Publishers, Inc. — Christmas 
cards — page 72. 


Postage 


be Paid 


by 
Addressee 


tell me more. . 
about these 


New Products 


Furniture Restoring Kit 


Travel File 
Plastic Paper Clip 
File Dividers 


Appointment Pad 

Paste Jars That Bounce 
Three-in-one Cards 

Desk Nameplate 

Visible Record Safe 

3-D Card Display 

Notes in Re-usable Box 
Pen and Pencil Set 
Corner Protector Pads 
Imported Accessories 
Stamp Dispenser 

Card Storage Unit 
Collapsible Wardrobe Rack 
Type Cleaner 

Dealer Nameplate 
Correction Paper Samples 
Adding Machine 
Non-curling Envelope Adhesive 
Display Unit 

New Binder 

Film Tracing Leads 

Civil War Ball Pens 

Shelf Filing 


Aluminum Ease! 


No 
Postage Stamp 
Necessary 


If Mailed in the 


United States 








BUSINESS 





REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&aR.. DULUTH, MINN. 

















TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 
DULUTH 2, MINNESOTA 





29 Eradicable Carbons 

30 New Price Marker 

31 Addressing Machine 

32 Pen Display 

33 Rubber Printing Set 

34 Automatic Folding Machine 
35 Desk-Top Collator 

36 Security Mail Bags 

37 Long Typewriter Ribbon 

38 Punch and Fastener Set 

39 Transfer Lettering 

40 Pen Merchandiser 

41 Folding Arm Chair 

42 Shredding Machine Cabinet 
43 Bargain Table 

44 Studio Cards 

45 Metal Shelving 

46 School Pennants 

47 Coloring Sets 


Yours For The Asking 


Mimeograph Offset Supplies 
File and Index Catalog 
MICR Booklet 

Aluminum Holders for Forms 
Steel Equipment Catalog 
Metal Furniture Catalog 
Seating Catalog 

Drafting Scales Bulletin 
New Photocopy Line 

Store Front Heaters 
Industrial Photocopy Brochure 
Screen, Partition Data 
Business Forms Catalog 


Sexe TOAOamMmMOIOse Py 


venience. 


To obtain additional 
information on new 
products, literature or 
advertised products 
described in this issue, 
use this card, which is 
provided for your con- 
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HOW MUCH 
DO YOU KNOW ABOUT 


For those who know very little or nothing at all about Sealing Wax 
here’s what you are missing ... 


A. |f you carry stationery and don't feature sealing wax you are overlooking the 


most important component item in writing paper (stationery) on the market today. 
Like writing paper, sealing wax uses itself up. There is hardly an age group r« Ly 4 
that doesn't use it — from high school girls and college students to house- 


~ 
wives and matrons. You'll find letters sealed with everything from a wax id ~ 


wars? 


“love’’ to a regal initial seal. Sealing wax is *‘right’’ for cocktail 
invitations, Xmas packages, light letters and — 
heavy letters. It's a chance for tie-in sales... 


additional business and better profits. 


B. If you know sealing wax, you should 

be interested in our two newest items 
ing — ‘King's Ransom” and ‘‘Queen’s 
Delight."’ The seal design is the 
French Fleur de Lys. Both seal 
and letter opener are Floren- 
tine silver and the wax is in 
silver color to match. These 
sets are priced so that 


you can ‘‘double up."’ 


C. If you are a quantity buyer, you'll be interested in featuring 
your store name on some of our finer sets, such as the J. L. Hudson 


package shown. 


Whether you fall into category A. B. or C, write to us today for 
details on all phases of sealing wax. A free catalog is available. 
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COOKS’ INC. 





SPECIAL 
KEY 
DEAL 

OF THE 
MONTH 


TWIN WIRE ASSORTMENT KD-1 $109.50 VALUE, ,, 


elon 
Evers soln 


HERE IS YOUR KD-1 PROFITABLE ASSORTMENT; 


Each binder is standard size, 11 x 81 


® 6-33 B11 Deluxe Russhide Covers, waterproof finish, nylon stitched— 
10 window sleeves 


® 2-63 Bll Vinylhide Covers, scuffproof, double nylon stitched 
® 2-B11 Add-A-Units with 10 window sleeves each 


® 6-CB10 Economy Russhide Covers with 


Cushion-Edge”’ for fine appearand 
longer wear 


@ 6-CB15—same as CB10 but with 


15 window sleeves 


PLUS FREE 6 WP10 TWIN WIRE RING-O-PAC UNITS OF 10 SLEEVES EAC 

$12.00 VALUE! PLUS FREE ATTRACTIVE BLACK WROUGHT IRON COU 

DISPLAY—$6.00 VALUE! 
This Ful-Vu KD-1 Key Deal of the Month will ne 
you $57.75 profit! Over a million Twin Wire Binders 
sold to date. Everyone’s a potential customer—sales 
men, businessmen, photographers, artists, realtors— 
anyone desiring to make an attractive impression 
through a presentation. 

Ful-Vu Twin Wire Binders are impulse sales 
makers. Order your KD-1 Assortment today! Use 
coupon to RUSH YOUR ORDER by attaching # 

r letterhead! 


COOKS’ INC., 200 Lakeview Ave., Blackwood, N. J 

RUSH MY ORDER OF KL TWIN WIRE ASSORTMENT AS ADVERTISED @ 
NAME 
COMPANY 
ADDRESS 
CITY 


TITLE 





---+for more details circle 122 on last page 








will net 
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"—sales- 
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